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Chicago Board 
Croesus Rumor 
Proves Fallacious 


Its Principal Item of $320,000 
Proves to Be Patrol 
Pension Fund 
BOARD CAN’T TOUCH IT 
Said to Have Lowest Rate of 
Assessment of Any Rating 
Bureau in Country 


Rumors have recently been current 
among the Western department offices 
to the effect that the Chicago Board of 
Underwriters is rolling in wealth, and 
that it has a surplus account of over 
$600,000. 

The thought of being administrator 
of an organization with so much money 
in the bank or in trust might strike 
some people as being pleasing, but 
Ernest Palmer, manager of the Chicago 
Board, is anything but pleased over the 
report, especially when the story of all 


that surplus is built on a fallacy, and 
he knows that the Chicago Board’s as- 
sessment rate is about the lowest of any 
rating board in the country. 


Important Item Explained 
A representative of THE Eastern UN- 
DERWRITER this week asked Mr. Palmer 


for the truth as to the Chicago Board’s 


finances. The manager was about to go 
into a committee meeting, but he paused 
long enough to throw some light on 
the subject. 

First he called attention to an item 
of $320,000, which some commentators 
mistakenly have grouped under the 
heading of “Surplus,” but which in 
reality is the Patrol Pension Fund, a 
fund thirty years old and created under 
state statute—money raised by assess- 
ment, interest, etc., placed in a trust 
fund. 

That trust cannot be touched by the 
Chicago Board and is used only for pa- 
trolmen’s pensions. 

The board’s “rainy-day surplus” 
amounts to about $160,000, which is suf- 
ficient to carry it through something like 
six months’ operations. The Patrol has 
no surplus cash, but maintains a bank 
balance of $50,000 to $100,000, averaging 
$75,000. 


Low Assessment Rate 
The board collects its assessments 
twice a year. The assessment rates of 
most of the state rating organizations 
are $1.75. That of the New York Fire 
Rating Organization is said to be $1.50. 
The Chicago Board’s is $1.40. It will be 
seen that if Dun or Bradstreet are 
crediting the Chicago Board with $600,- 
0 cash at its disposal their reporters 

would be extremely inaccurate. 


To Investigate Patrol 
Tue Eastern UNperwriter learns that 
a representative of the National Board 
of Fire Underwriters will visit Chicago 
(Continued on page 26) 

















PHOENIX. 


Assurance Company, Ltd., 
of London 
100 William Street, New York 


A corporation which has stood the test of time! 
143 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
75 Maiden Lane, New York 


















































A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance, 

North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 


extensive national advertising in the interests of the North America 
Agent. 


Insurance Company of North America 
PHILADELPHIA 


and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life 








We Say It Again! 


From time to time in the last few years the following has been the wording 
of Penn Mutua advertisements in life insurance journals: 


“A Penn Murua premium, less a Penn Mutuat dividend, with Penn 
Mutvuat values, makes an insurance proposition which, in the sum of all 
its benefits, is unsurpassed.” 


Never more true than to-day !—with new and better Policy forms, increas- 
ing Dividends, new and constantly improving Service to Policyholders, Bene- 
ficiaries, and Agents. 


There’s steady forward motion in the Penn Mutuat organization. 
warmly welcome men and women of ideals, industry, character. 


We 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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Federal Life Adds 
Kansas City Star 
And Denver Post 


Company Issued 324,000 Chicago 
Tribune Policies During First 
Month of Contract 


OPPOSITION INCREASES SALE 





oO. Stilshenager Bisse for Field 
Work in Lining Up More 
Newspapers 





W. FE. Brimstin, secretary of the Fed- 
eral Life in Chicago, is the busiest in- 
surance man in that city. 

President Isaac Miller Hamilton of the 
Federal Life Insurance Company has 
turned over to him the supervision of 
the newspaper proposition, and 
when a reporter for THe Eastern UN- 
DERWRITER Called upon him at 5 o’clock 
one evening recently, his desk looked 
like that of a country editor’s, it was 
piled so high with documents of various 
kinds, most of them having their origin 
in the contract which the Federal Life 
has entered into with the Chicago “Trib- 
une,” by which a limited cover $7,500 


insurance policy is given for a $1 pre- 
mium. 


policy 


Flood of Dollar Bills 

“The success of this contract has been 
phenomenal,” said Mr. Brimstin. “Dur- 
ing the first month 324,000 policies were 
sold. They are coming in now at the 
rate of 5,000 and 6,000 a day.” 

Thousands of people who never car- 
ried any insurance oi this kind are now 
being covered. The “Tribune” is the 
A number of other papers have 
made or are making contracts with the 
Federal Life. Mr. Brimstin said that 
two papers which have closed the ar- 
rangement are the Denver “Post,” Den- 
ver, Colo., and the Kansas City “Star,” 
Kansas City, Mo. The Federal Life has 
engaged O. Steinkemper, who is now out 
in the field, lining up prospects. He has 
had considerable experience handling 
what is known as “newspaper insurance” 
and also has been in the general news- 
paper business. 


pioneer. 


Opposition Increases Sales 

Discussing the opposition of one of the 
Chicago newspapers to the “Tribune” 
contract, Mr. Brimstin said that the op- 
position had merely advertised the con- 
tract and sold a great many more poli- 
cies. The Federal Life has made some 
changes in the contract to meet the opin- 


ion of the Illinois Attorney-General, 
printed in THe Eastern UNDERWRITER 
last week. 


The “Tribune” on Sunday printed an- 
other page about the contract with a 
picture of the policy and headed the ad 
with the statement: “We have caught up 
in issuing insurance policies. If you 

(Continued on page 8) 
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THE 


EQUITABLE LIFE 


Insurance Company 


OF IOWA 


ESTABLISHED 1867 


Now Writing Business 
in 
New York State 


Paul R. Wendt, Manager 
Greater New York City 


(Temporary Office) 
2238 Woolworth Building 
Phone Whitehall 6270 
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Changes in Kansas 
Cancellation Law 


TWO AMENDMENTS THIS YEAR 





Secretary Blackburn, Of American Life 
Convention, Summarizes Effect Of 
New Sections 





The Kansas legislature adopted two 
new sections amending and repealing 
the old notice of forfeiture or cancella- 
tion sections. Secretary T. W. Black- 
burn, of the American Life Convention, 
has sent to all members a circular on 
the changes. 

The law provides that the company 
may, not more than thirty days prior to 
the date when premium is due without 
grace, “in like manner notify the in- 
sured under any such policy of the date 
when such premium will fall due, stating 
the amount thereof and its intention to 
forfeit or cancel the same if such pre- 
mium be not paid within the period of 
grace provided in the policy.” 

Then follows the statement that any 
attempt “to cancel or forfeit any such 
policy without the notice herein pro- 
vided for, shall be null and void.” 

Under these circumstances a form of 
notice similar to the following would 
in my opinion answer for all policies 
issued after the passage of the act, to- 
wit, February 27, 1925, such notice to 
be sent not less than thirty days or one 
month prior to the premium paying date 
specified in the policy: 

Beira tener br cieca ts Life Insurance Company 
hereby gives notice that Policy No. weoee 
your policy, contains a grace provision 
of 30 days or one month for the payment 
of premiums. You are also notified 
that your premium of $......... falls 
i aR ere 192....; that it is the in- 
tention of the company to declare for- 
feited and to cancel your policy if 
payment of premium is not made within 
the period of grace provided in the 
policy. Please pay your premium now 
and make sure your policy shall not 
lapse or be cancelled. 


As To Old Business 


In the case of Lightner vs. Prudential, 
97 Kans. 97, 154 Pac. 227, a Nebraska 
policy contract was under consideration. 
It was contended that the company failed 
to send the insured notice of its intention 
to declare the policy forfeited as re- 
quired by the law of the state of Kansas 
and for that reason the policy was not 
forfeited or cancelled. 

The court, quoting the act in full, dis- 
posed of it by holding (1) “the policy 
in controversy is a Nebraska contract 
and its provisions are governed by the 
laws in effect in that state when the 
policy was issued” citing authorities; 
(2) disregarding the laws of Nebraska 
the court holds that under the policy it 
was not incumbent on the defendant to 
give the plaintiff or the insured 30 days’ 
notice of its intention to  cancella- 
tion, However, this conclusion is not 
quite in harmony with the language 
which opens Section 2 which reads as 
follows: 

“Before any such cancellation or 
forfeiture can be made for the non- 
Payment of any such premium the 
insurance company shall notify the 
insured under any such policy that 
the premium thereon, stating the 
amount thereof, is due and unpaid 
and of its intention to forfeit or 
cancel the same.” 

This, however, is limited by the further 
Provision that “such insured shall have 
the right at any time within 30 days 
after the notice” to pay such premium. 

Mr. Blackburn’s conclusion is that the 
cancellation or forfeiture referred to in 
the bill is undoubtedly intended to ap- 
Ply, so far as dates are concerned, to 
Premium paying dates and that a court 
ae that a policy running on ex- 
Sainte a. which ay not con- 
would | payment | of a premium, 

€ cancelled by its own terms at 
(Continued on page 8) 











Swap Places 


It isa good plan once in 

a while to swap places 
with your prospect. 
Otherwise, you may get 
too professional and as- 
sume too much. If you 
climb over to the pros- 
pect’s side of the fence and 
get the same view he does 
youll start weavinga bond 
of sympathy and soon his 
thoughts and yours flow- 
ing in the same channel 
will establish that relation- 
ship that will almost in- 
evitably incline him to 
your view-point. 


To think in the terms of 
the prospect will enable 


you to frame the right 
appeal. 


The Prudential 


Insurance Company of America 
Epwarp D. DurrieLp, President 


Home Office: Newark, New Jersey 








Gain and Loss Figures 
of 119 Life Companies 


REMARKABLY LOW MORTALITY 





Average 50.59% of Expected; Some 
Under 20% of Expected; Expense a 
and Interest Ratio Figures 





The gain and loss figures of 119 com- 
panies for 1924 business—about one-half 
of the companies reporting—have been 
compiled by the “Mutual Underwriter” 
of Rochester, N. Y. The figures are a 
good indication of what the final com- 
pilation will show as the advance re- 
ports of one-half of the companies, both 


big and small, reflect the operations of 
all. 

The most striking feature of the fig- 
ures is the remarkably low actual mor- 
tality shown. It is well known, of course, 
that the mortality experience of com- 
panies has been extremely favorable, but 
the average for these 119 companies of 
50.94% of the expected is notable. 
In 1923 the actual mortality of 122 com- 
panies was 54.11%. The average for 
many years was between 67% and 69% 
and at the time of the influenza epi- 
demic of 1918 the figures jumped to 
105%. That year eighty-eight companies 
exceeded 88%. 


The figures show that of the com- 
panies included in this calculation, only 
six experienced a mortality of 70% or 
over. Five of the companies report a 
mortality of 20% or less of the expected; 
twelve are between 20 and 30%; twenty 
from 30 to 40%; thirty-six between 40 
and 50%; twenty-five from 50 to 60%; 
eleven from 60 to 70% and four between 
70 and 80%. 

The premium loading for expenses of 
these 119 companies was $278,417,836 and 
the actual expenses $322,437,532, with a 
loss of $44,019,696. The ratio of expense 
to loading was therefore 115.81%. Of 
companies reporting, fifty-five gave a 
ratio of 150% or under of expenses to 
loading; thirty-two are under 125% and 
seven report actual expenses of less than 
100% of the loading. 

The interest item is another interest- 
ing feature of the figures. The interest 
required to maintain reserve was $195,- 
350,689, while the actual net interest 
earned was $318,421,962, showing a gain 
from interest of $123,071,273, or a per- 
centage of earned to required of 163. 

The combined gain and loss exhibit of 
the reporting companies covering the 
above features follows: 


Gain and Loss Exhibit 


Expected mortality on ins... .$398,387,680 
Actual net mortality on ins. ..$202,928,418 


Gain from mortality......... $195,459,262 
Per cent of actual to expected 

WUONGMIED Go oo cw decacdunae ede 50.94% 
Premium load’g for expenses.$278,417,836 
Actual CHDENSES: coc cccccscces $322,437,532 
Loss from loading........eee- $44,019,696 
Per cent of actual expenses 

te I ok cee cadcanncusas 115.81% 
Interest required to maintain 

SOUMEEE Ka ccaccaanavedaunade $195,350,689 
Actual net interest earned... .$318,421,962 
Gain from interest........... $123,071,273 
Per cent of interest earned to 

FEQUIION cicctisnceacuuwees 163.00% 


Net gain from above sources.$274,510,839 





TO SPEAK IN TORONTO 


Hugh D. Hart, of the Hart & Eubank 
agency of the Aetna Life in New York, 
has accepted an invitation to address the 
Toronto (Canada) life underwriters at 
their monthly meeting on May 21. 





ADDS DISABILITY FEATURE 

The Provident Mutual has added the 
disability feature to its term insurance 
policy, effective May 1. 
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PUREE ESTEE ETE EEE IEEE ESTE EEL ESET ELE DLISTED LILLE TELE LE LE LE LEE LE LIED E ILE LELILIO, F 
2 S 
©) ys 
~*f % 
°4 s 
= : 
“oy MS 
: “If wishe horses, b Id ride” 
: wishes were horses, beggars would ride : 
= 4 
“| i 
HC = 
| : 
3| F beggars by wishing could ride they would nevertheless still be beggars. A ride Ne 
= would get them nowhere, nor would it, even to them, mean anything. rd 
:! The ride is the thing and that pre-supposes that the right to ride has been earned and Ne 
the destination has been thought out before foot is put in the stirrup. : 
Da . IK 
: | But after all the old proverb has an appeal for us. [ts sarcasm exposes the futility of Kg 
Ei wishing without working; it suggests that dreams do not come true without effort. : 
= : 
re: It is all right to wish. The man who dreams of nothing and wishes for nothing gen- ig 
ie erally will not work and will get nothing. The man who gets something visualizes it : 
x first, wishes for it, and then works for it. Ne 
: When General Grant told his wife that they were poor because all their property had : 
“| been lost through the rascality of a business partner, Mrs. Grant was naturally much Ne 
®, grieved. “But,” said the general, “It is nothing to compare with what it would be ‘ 
= re 
3 . : 9 5 
: if one of the children had gone wrong x 
2 The proverb suggests that there is a “wish” in most human hearts. Serious-minded Ne 
x men and women realize responsibilities, and if in moderate circumstances, they wonder a 
5 how these obligations can be met. Therefore, they “wish”. g 
= About what does your dearest wish centre? Your children, of course. If you live you : 
IB will take care of their training and education. Your productive power will give them a : 
ct chance in life, a chance to ride. But suppose you do not live. 3 
®) s 
% Can they in that unhappy event be educated? Can they ride? They can. They sl 
5 can by your forethought; and they will not be beggars either, and in doing it you will not be 
Ri indulge in mere dreams. Your wish will become a reality. They will know how to i 
5 | ride, whither to ride, and what to do when they get there. Ne 
iB All this can be done through Life Insurance. ie 
5 Life Insurance is a real magician : 
Ei It makes wishes real horses and the otherwise helpless can ride. : 
E Send for a New York Life agent. He will give you a good “mount” for which you . 
| can pay (no begging), and a destination—the protection of your dependents. is 
Ft ie 
Ky NEW YORK LIFE INSURANCE COMPANY. i 
a DARWIN P. KINGSLEY, President. s 
5 . : 
RY 
be % 
: NOT A COMMODITY, BUT A SERVICE | 
=, 
®. Ke 
| : 
2 : 
7 (a ViiV@ViiYa\i\/@\l /e\livavivevilaxiy ivavivevivevivevivavivevtveviveviveviveviverivaxivatvert IIA 
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Suit Involves Use of 
Photostat “Ap” Copies. 


COMPANY PRACTICE AT ISSUE 





Secretary Blackburn of American Life 
Convention in Brief Puts Company 
Angles Before Nebraska Court 





The American Life Convention has 
submitted a brief, amici curi#, in the 
case of Kelly v. Bankers Reserve Life 
of Omaha, now before the Nebraska Su- 
preme Court, involving the use of photo- 
static copies of applications. ‘The brief 
was prepared under the direction of 
Thomas W. Blackburn, secretary and 
counsel of the convention, to place be- 
fore the court the legal questions af- 
fecting the life insurance companies. 

Recent decisions of the courts have 
raised a serious question relative to 
photostatic copies of applications and it 
is hoped that the Supreme Court of Ne- 
braska may lead the way to a more 
reasonable construction of the law pro- 
viding for attaching copies of applica- 
tion to policies. 

In view of the fact that the photo- 
static copy is more likely to be abso- 
lutely accurate than a copy made by the 
typewriter, it would seem that the courts 
ought to incline to the photograph in- 
stead of against it. 

The uncontradicted evidence in the 
suit disclosed that the insured knowing- 
ly and wilfully failed to inform the med- 
ical examiner that he had suffered from 
an attack of acute appendicitis seven 
months previous to the application, at 
which time he was advised by his phy- 
sician that am operation would be nec- 
essary; that he further failed to inform 
the medical examiner that he had had 
a recurrence of the attack two or three 
months previous to the examination. 
He signed an application containing ne- 
gative answers to inquiries concerning 
previous medical attention and as to 
whether he had ever been advised to 
have a surgical operation. Two months 
after the application was taken he died 
from the effects of an operation for ap- 
pendicitis. The trial court found and so 
indicated by its instructions, that the 
insured had been guilty of fraud but 
submitted to the jury, as the sole prop- 
osition to be decided by it, the question 
of whether or not the photostatic copy 
of the application attached to the policy 
was legible. The jury returned a ver- 
dict in favor of the beneficiary and 
against the insurance company. 

The case was appealed. The American 
Life Convention brief, prepared by 
Blackburn & King, attorneys of Omaha, 
commenting on the issue says: “We sub- 
mit that the copy of the application re- 
ferred to was legible. A reproduction, 
exact in point of size and practically 
identical with the original as to legibility, 
is shown. We contend that this copy 
Was so unquestionably legible that it was 
error to submit the question to a 
jury; and particularly so, because the 
trial court told the jury that if the copy 
was legible they should find for the de- 
fendant, which was equivalent to saying 
that the court found conclusive evi- 
dence of fraud on the part of the insured. 

“If the judgment of the trial court in 
this case is affirmed, life insurance com- 
panies doing business in Nebraska and 
elsewhere are rendered practically help- 
less to defend a suit on a policy, in 
spite cf indisputable fraud in issuing it, 
because the beneficiary needs only to 
contend that‘the copy of the application 
‘attached to the policy is illegible and 
with the aid of a sympathetic jury, re- 
cover the amount covered by the policy. 
The case is, therefore, of importance to 
life insurance companies generally. 

rhe plaintiff nowhere averred that 
the insured did not have appendicitis or 
that he had not been advised to have 
an operation. There is no claim that he 
Was unaware of the false statements 
Contained in the original applicatiou. 
here was no pleading that the exam- 
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Concord 


A Policy You Can Sell 


Here, Life and Accident Insurance are “United” in 
one policy. Interesting and descriptive literature is 


Correspondence is invited concerning YOUR terri- 
tory. (Pennsylvania offers particularly good oppor- 
tunities at the present time.) 


UNITED LIFE 


AND ACCIDENT INSURANCE CO. 


New Hampshire 





Address Inquiries to EUGENE E. REED, Vice-Pres. 





Cost only $26.61, O. L., Class I, Age 35 














ining physciian who made out the por- 
tion of the application containing the 
false answers, was advised of these pre- 
vious attacks of appendicitis, or that 
the questions concerning previous medi- 
cal advice or illness was answered oral- 
ly in any other or different manner than 
as represented by the signed application. 
There was no plea or contention that the 
original application signed by the in- 
sured was illegible or even that the 
photographic copy was illegible, the only 
plea being that ‘no copy of any appli- 
cation was ever endorsed upon or at- 
tached to said policy.” 





HUNSICKER NOT TO SPEAK 





Earl G. Manning of Boston Selected to 
Address New York Life Under- 
writers’ Banquet 

Due to illness, Clayton M. Hunsicker, 
manager of the Fidelity Mutual, in Phil- 
adelphia, will be unable to speak at the 
New York Life Underwriters’ banquet 
next Tuesday night as had been an- 
nounced. Earl G. Manning, associate 
general agent of the Eastern Massachu- 
setts General Agency of the John Han- 
cock, has been selected in his place. 
Mr. Manning, who is the author of some 
of the most effective pieces of selling 
literature in life insurance, will have as 


his subject “Business Insurance.’ He 
was the principal speaker at the gen- 
eral agents’ convention of the John Han- 
cock in February. 


PRIZES FOR SUGGESTIONS 
Underwriters’ Association Wants 
Ideas For Increasing Service 

To Its Members 

In order to stimulate members to make 
suggestions for increasing the effective- 
ness of the Life Underwriters’ Associ- 
ation of New York, several cash prizes 
have been offered for the best ideas. 
President Harry E. Morrow announces 
that a special committee has been ap- 
pointed to consider the suggestions made 
and within the next two weeks 
concrete ideas will be formulated. 

The committee is composed of the fol- 
lowing: L. A. Cerf, Mutual Benefit; 
President Harry E. Morrow, Mutual 
Benefit; R. F. Pennell, Union Central; 
Lawrence Priddy, New York Life; J. 
Elliott Hall, Penn Mutual; R. L. Jones, 
State Mutual, and Julian S. Myrick, Mu- 
tual Life. 

At a special meeting on Monday of 
the executive committee the cost of the 
increased service contemplated was dis- 
cussed and an increase in dues 
sidered. 
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benefit of agents. 


THE MUTUAL 











Prestige and Good Will 


During eighty years of active service to policy- 
holders, the MUTUAL BENEFIT has demonstrated 
its dependability as a Life Insurance Company 
aiming to satisfy its membership. The prestige and 
good will the Company enjoys are due to its long 


record of equitable service, which redounds to the 


INSURANCE COMPANY | 


Newark, New Jersey 





BENEFIT LIFE 











"4 


Holds Conference of 
New England Managers 


FIDELITY MUTUAL MEETING 





C. R. Tripp Agency in Boston Place of 
Gathering; President Talbot Tells 
of Fine Progress 





The Fidelity Mutual Life’s annual 
agency conference and dinner of man- 
agers and agents of the New England 
states was held at the Boston office of 
the C. R. Tripp State Agency. Home 
Office officials in attendance were: 
President Walter Le Mar Talbot, Second 
Vice-President Frank H. Sykes and As- 
sistant Medical Director Dr. C. A. Van- 
dervoort. Twenty medical examiners of 


Greater Boston attended the noon 
luncheon addressed by Dr. Vandervoort. 
The afternoon session opened with 


the playlet, “The Heart of the Estate,” 
participated in by members of the Bos- 
ton agency force. The play was under 
the direction of Mrs. Helen MacDaniel, 
who took the part of the widow. She 
is also a life underwriter, and her mother 
was Kate Ryan, a member of the Boston 
stage and author of the book, “Old Mu- 
seum Days.” 

President Talbot, during his talk, 
stressed the fact that salesmanship, as 
practiced today, is a service. He sounded 
an optimistic note as to general business 
conditions throughout the country, and 
stated that the company had just ex- 
perienced the largest volume of March 
business in its history. President Tal- 
bot began his career with the Fidelity 
as an office boy, twelve years of age, 
back in 1882. 

The Boston Chamber of Commerce 
was represented by William C. Mattox, 
whose subject was “New England, Amer- 


ica’s Greatest Work Shop, Excels in 
Quality Having a Heritage of Fine 
Craftsmanship Handed Down From 


Many Generations.” W. J. Cordes, man- 

ager of the Retail Credit Company, was 

another speaker. 
General agencies 


represented were 
Bangor, Portland, Maine; Burlington; 
St. Johnsbury, Vermont; Bridgeport, 


New Haven, New London, Connecticut, 
Providence, R. I.; Claremont, Manches- 
ter, N. H. The Massachusetts agency 
force included underwriters from Fram- 
ingham, Gardner, Lynn, Quincy, Spring- 
field, Wellesley, Worcester. 


YONKERS MEETING LIVELY 


Branch of Travelers, Managed By W. L. 
Radcliff, Holds All-Day Sales Session 
The Yonkers Branch of the Travelers, 

of which W. L. Radcliff is the manager, 

held an all-day sales session on Monday 


at its offices in the Strand Theatre 
Building. The feature of the meeting 
was a talk by H. W. MacConnell, as- 


sociate manager of the 55 John Street 
branch, on the cold canvass and _ its 
elimination. Mr. MacConnell suggested 
the use of a letter of introduction to a 
prospect, explaining that the agent would 
call at his convenience, rather than call- 
ing unexpectedly. Other subjects dis- 
cussed were systematic salesmanship, 
live leads out of prospects and _ policy- 
holders, the ethics of the profession and 


selling accident and health insurance. 
Otto EF. Carstens, field assistant: of the 
office, acted as chairman. The after- 


noon was given over to open discussion. 


FAVOR NON-MEDICAL PLAN 
The Michigan life insurance companies 
have gone on record as favoring the 
general use of the non-medical plan, 
through the Michigan Association of 
Life Insurance Officers which met re- 
cently at Bay City. C. E. Cross, actuary 
of the American Life, the first Michigan 
company to adopt the non-medical plan, 
spoke in favor of the system as being a 
saving and made possible by reason of 
the closer relations between agents and 
companies, 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















One way of giving 
A Case of new agents practical 
Wholesale knowledge is brought 
Concentration out in the training 
methods of Thomas 
E.. Hartmann, New England Mutual 
manager for New Jersey. It is to give 
a practical selling demonstration in the 
field so that new men may not only 
learn but make money also. Having a 
prospect in one of Jersey’s coast towns, 
Mr. Hartmann drove down to see him 
taking along two new agents. While he 
was selling the head of the family, his 
agents, observing his methods closely, 
followed through by closing the three 
other members of the family themselves. 
It is practical training that new agents 
need, rather than all theory, as empha- 
sized in this case. 
+ * * 


E. R. Horne, spe- 


Closing cial ordinary repre- 
Larger sentative of the 
Cases Western and South- 


ern Life, makes these 
suggestions as aids in closing larger 
cases: 

Make your appointment definite and 
be there on time. 

Do not sneak in on a man and then 
apologize for being there. Be a man; 
1 one likes a jelly-fish. Would you 
buy from a man who was afraid to talk 
to you? Neither will your prospect. 

se positive and hit straight from the 
shoulder. Let the whole world know you 
are in the life insurance business. 

Approach after this fashion: “Mr. 
Tyler, my name is Jones. I called to 
sell you life insurance.” Then let bim 
rave. He will tell you all you need to 
know. Be at ease, confident, and smile 
while he tals. Don’t grin. 

Now is your time. You have been 
granted a certain time by appointment; 
use it. Get the prospect to your right 
and figure. The impression is eighty 
times as rapid through the eye as 
through the ear. Let your conversation 
run something like this: 

“Mr. Tyler, it is our desire to serve 
you and also have you numbered among 
the prominent men of your city now on 
our books—name a few. 


“YOU were recommended to me as 
a very successful Lawyer, Doctor, Mer- 
chant, etc., and your name means much 
to us. We appreciate the influence your 
name will give our Company. 

“Our office has you listed for an 
amount in keeping with your position. 
In fact, you are entitled to the limit 
allowed big business men. Here is the 
contract set aside for you.” . (Maybe you 
think business men do not like flattery 
and special contracts. Try them.) 

Now present the Commercial Whole 
Life. Dwell upon its low deposit of 
premium. Use the point beyond the sale, 
thus: “Now, Mr. Tyler, here is what 
our contract will do for you and your 
family. It will provide an immediate 
estate now of $10,000. 

“In the event of your natural death it 
will pay to your family the sum of 
$10,000. Should you meet with accidental 
death it will provide them the sum of 
$20.000. Should you become permanent- 
ly disabled your contract will become a 
free estate of $10,000 upon which no 
further deposit will be required.” 

Quote premium, including Double In- 
demnity and Permanent Disability. 

“Doesn’t that appeal to you, Mr. Tyler, 
as the best proposition ever submitted to 
you? Just let me have your full name 
here.” 

Get the signature. Then ask the nec- 
essary questions. Fill out your receipt 
for the annual premium and pass it to 
him. This places your business if the 
examination is O. K, 

The above seems simple, doesn’t it? 
All of my large cases are closed just 
this way. Try it and you will meet with 
success. 

In quoting double indemnity the pros- 
pect feels and appreciates the fact that 
he is getting accident insurance along 
with life insurance. Putting it this way 
has closed many cases for me—$20,000 
of accident insurance sounds good to 
you, doesn’t it? Then it will sound good 
to your prospect. 





CAN INVEST IN FARM LOANS 

The Colorado legislature passed a law 
which allows insurance companies, banks 
and trust companies to invest their funds 
in farm loan bonds. Governor Morley 
signed it. 








STATEMENT OF THE ow? NE RSHIP, MAN- 
AGEMENT, CIRCULATION ETC., RE- 
OUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 

Of THE EASTERN UNDERWRITER, — 

weekly at New York, N, , for April 1, 1925. 

State of New York } ss. 

County of New York 
Before me, a Notary Public, in and for the 

State and county aforesaid, personally appez ired 

WwW. L Hadley, who, having been duly sworn 

according: t ae, Ta -mcnggy and says that he is 

r aver of rHE E ASTE RN 

U NDE RW RITE R po that a following is, to 

the best of his knowledge and belief, a true 

statement of the ownership, management (and 
if a hry paper, the circulation), etc., of the 

f aid publication for the date shown in the 

ove caption, required by the Act of August 

4 1912. embodied in section 443, Postal Laws 

1 Regulations, printed on the reverse of this 





rir t wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: 

Publisher, The Eastern Underwriter Company, 


8 Fulton Street, New York City 
lit Claresce Axman, 265 seed al Park West, 


Mar ir Editor, Clarence —emee 265 Central 
Par “ke Wes st, New York Ci 

Business Man ager, W. L. aes: 1111 Putnam 
A Plainfield N, 

That. “the owner is: (If the publication is 
owned by an individual his name and address, 
or if owned by more than one individual the 
name and address of each, should be given be- 
low; if the publication is owned by a_ corpora- 
tion the »ame of the corporation and the names 
and iva of the stockholders owning or 
holding one per cent or more of the total amount 
of stock should be given.) 

The Eastern. Underwriter Company, 86 Fulton 
Street, New York City 
Clarence Axman, 265 Central Park West, New 


York City 
B. F. eames: 625 42nd Street, Des Moines, Towa. 
W. a Hadley, 1111 Putuam Avenue, Plz ainfield, 


That the known bondholders, mortgagees, 
aa other security holders owning or holding 1 
per cent. or more of total amount of bonds, 
mortgages, or other securities are: (If there are 
none, so state.) None, 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, ‘and se- 
curity holders, if any, contain not only the list 
of stockholders and security holders as they 
appear upon the books of the company, but also, 
in cases where the stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, the 
name of the person or corporation for whom 
such trustee is acting, is given; also that the 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to 
the circumstances and conditions under which 
stockholders and security holders who do not 
appear upon the books of the company as 
trustees, hold stock and securities in a capacity 
other than that of a bona fide owner; and this 
affant has no reason to believe that any other 
person, association, or corporation has any inter- 
est direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to’ paid sub- 
scribers during the six months preceding the 
date shown above is: (This yr eae is re- 
anived from daily publications orly.) 

THE EASTERN UNDERW RITER yal Oa ae 

W. L. HADLEY, 
Business Manager. 
Sworn to pnd 5 eeetat before me this first 


day of April 
[SEAL W. H. MILLIKEN. 
Notary Public, Kings Co. Clerk No. 18. 
New, York County Clerk No. 138. 
(My commission expires March 30, 1926.) 





PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON- 
TRACT TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE 
HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 

JACKSON MALONEY A. MOSELEY HOPKINS 

Vice-President Manager « of Agencies 














SQUARE DEALING 


with Agents and Policyholders made possible last 
year’s splendid Record of New Business 


$103,955,200. 


A Pledge of Still Greater Achievement in 1925 
New England Mutual Life Insurance Company 


Boston, Mass. 














INCORPORATED 1871 | 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 





ONE sb ictcessiessn Piaecbsdceerncs cen wek sevedbuvesneronees bole ClenmesaeebeeGrslaseeeuseen $ 41,521,283.1, 
PIIUIOE. cn can Gansabosberccutcssesevasusas sess acse@aveNoewaneresine Massiveueareceatinncene 36,164,159.74 
Capital and Surplus iebaaiee cama unla haan es MUONS SS bo Fie CAmaiR i presn ee Rebane MEARE KONE ee Re ean 

TRBUTAROE EN FOCCCs oops cscivcsccceccccseéses 

Payments to Policyholders 

Total Payments to Policyholders Since Organization............ $35, 784,215. 15 


JOHN G. WALKER, President 


























THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 


record of EIGHTY-TWO YEARS of prosperous and suc- 





cessf", business. It has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 


of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 


a protession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street New York 
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Connecticut Mutual’s New Agents 
in Detroit Make Fine Record 





First and Second Year Men in a Detroit Agency 


Left to right, seated—Fred C, Taylor, home office agency assistant; J. Fred 


Lawton, general agent; T. 


S. Malone, two years with agency, wrote 89 applications ; 


A. B. Pfeiffer, two years with agency, wrote 62 applications. 
Left to right, standing—Charles L. Beaman, one year with agency, wrote 19 


applications ; 


Thomas E. Wilde, one month with agency, wrote 19 applications ; 


William L. Mainland, organizing supervisor, two years with gaency, wrote 40 ap- 
plications; Ed. L. Robinson, one month with agency, wrote 16 applications; Roy S. 
Simpson, three months with agency, wrote 21 applications. 


J. Fred Lawton, general agent of the 
Connecticut Mutual Life in Detroit, has 
just demonstrated in a campaign what 
new agents can accomplish when they 
set their heart on it. During March 
the Detroit agency submitted 309 appli- 
cations to the home office, over 250 of 
which were submitted by the group 
shown in the above cut (the exception 
being Mr. Lawton, whose picture is in 
the bottom row, second from left). Not 
one of the agents in the picture has been 
with the agency in excess of two years. 
The amount of business submitted by 
the entire agency was $875,000—by the 
newer agents, $650,000. 

T. S. Malone wrote 89 applications. 
Hugh F. Fuller, a veteran, submitted 51 
lives for $135,000. The slogan was “It 
Can Be Done.” Another phrase used 
was this: “March Through March for 
President Robinson.” 


Motive Behind Campaign 


In discussing the campaign, Mr. Law- 
ton said to THE EAsteRN UNDERWRITER: 

“My thought has been that a drive for 
applications on the part of the fresh- 
men of an agency would be much more 
interesting and beneficial to an agency 
and to the life insurance business than 
a whale of a record made by a veteran 
through billboard and newspaper pub- 
licity in a small town, aided by two or 
three secretaries to do the detail work. 
I have always been much more inter- 
ested in the success of the first- and 
second-year men in our business than 
in the veterans who can take care of 
themselves. Therefore, I asked our first- 


and secend-year men to make a show- 
ing for themselves during the month of 
March, on the basis of applications sub- 
mitted to our Home Office. The figures 
were surprisingly satisfactory, although 
you can easily see that unadvertised 
youngsters cannot go out and take or- 
ders like some of these well-known men 
who spend a whole lot of money to put 
over a thing of this kind. I like to see 
an agency successful, rather than the 
successful one man, and I have had a 
chance to see the wonderful way in 
which the freshmen members of this 
agency have co-operated with each other 
in what we have been trying to do. All 
these young men have been completely 
unselfish, handing on all their secrets 
and ideas to help the other fellow. 

“None of the first- and second-year 
men can afford to have secretaries to 
complete their applications for them and 
to keep track of the medical examina- 
tions. Each case submitted has been 
solicited and written from start to finish 
by the individual man who submitted 
the case. 

“The only thing spectacular that I 
can see about our March drive is that 
these first- and second-year men could 
get up so much enthusiasm and work 
so hard for a set period of time. We 
have had no time for meetings or for 
anything except the soliciting of appli- 
cations by the endless chain-method. 

“I might say that I am much more 
interested in good, clean business, well 
selected, than in breaking any records, 
whether they be production records or 


(Continued on page 11) 








ACACIA 


A Mutual, Old Line, Legal Reserve Company, limited by its Charter to Master Masons 
only and issuing all Standard Forms of Life Insurance Policies at Net Cost. 





PS hoe ics a seer (over) $12,000,000 

Lowest Rates Liberal Dividends 
Insurance in Force December 31, 1918...........0scescececeees $ 24,044,612 
Insurance in Force December » | ee Rectan cedaxans 174,625,300 





making money. 
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AN INCREASE OF OVER 600% IN SIX YEARS 


This remarkable record is without parallel in Insurance history. Prospective agents 
need no further proof of the fact that ACACIA Agents are writing business and 


ACACIA MUTUAL LIFE ASSOCIATION 
William Montgomery, President — Homer Building, Washington, D. C. 
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THE PASS KEY— 


ALL the ODDS a SALESMAN asks ARE: 


To be admitted within the door. 
To be invited to have a seat. 
To be granted a chance to talk. 


ALL the ODDS a PROSPECT asks ARE: 


To be frankly advised of his needs. 


To be intelligently informed of insurance advan- 
tages. 


To be properly covered with adequate protection. 


ACCIDENT AND HEALTH INSURANCE— 
IS THE PASS KEY—THAT OPENS— 


FOR THE SALESMAN, the opportunity to 


acquire desirable information. 


FOR THE PROSPECT, the opportunity to 


receive wholesome advice. 


ACCIDENT AND HEALTH INSURANCE— 
HAS BEEN PROVEN—AN ALLY— 


FOR THE SALESMAN, in providing an 
unlimited field of prospects. 


FOR THE PROSPECT, in providing an in- 


valuable form of protection. 


THE SAME COMMISSION HERE AND 
HEREAFTER—THIS YEAR AND NEXT 


MissouRI STATE LIFE 
INSURANCE Co. 


M. E. SINGLETON, President 


ACCIDENT 
GROUP 


HOME OFFICE, ST. LOUIS 


LIFE 
HEALTH 
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Wage-Earners’ Needs 
Met by Insurance 


OLD AGE PENSIONS WRONG 
Pennsylvania Legislator Points Out 
Weakness of State Providing 


Funds; Some Phases of Problem 


The best form of insurance protection 
for the insurance 


with an income feature, rather than at- 


wage-earner is life 


tempts on the part of the state to put 
the burden on the general public through 
old age pension funds, is the opinion of 
Benjamin H. Ludlow, member of the 
Pennsylvania House of Representatives, 
a brilliant young legislator who is op- 
posed to the efforts in that state to en- 
act such a law. Mr. Ludlow believes 
that the insurance companies could do 
much to meet the need of the wage- 
earner for protection by protecting him 
during a disability period and making 
reinstatement easier. He discussed the 
subject before the Philadelphia Sales 
Congress the following being some of 
his arguments. 

Assuming that a man or woman is an 
insurable risk, and taking the age of 30 
years as a fair average when the pro- 
tection would first be sought, a man may 
at an annual premium cost which will 
average sixty-three cents per week take 
out a policy which will afford him a 
dollar a day for every day that he lives 
after arriving at the age of 65. In such 
case he would receive nothing but the 
retirement income. By paying upon the 
basis of eighty-five cents per week he 
would also be entitled to receive back 
the premiums paid over income received, 
and by a payment upon the basis of $1.78 
per week he would not only be assured 
of an income of $1 per day as long as 
he lived beyond the age of 65 years, 
but his family would be guaranteed the 
payment of that income, if he should die 
after reaching the age of 65 years and 
before the expiration of ten years of 
payment. In addition, should he die be- 
fore the age of 65, his beneficiaries 
would receive a sum slightly in excess 
of $4,000. 


What Companies Can Do 


The above illustration is given to 
show that in one form or another life in- 
surance with an income feature after the 
age of 65, is, after all, the best old age 
pension. Most employees, whether in 
mercantile, industrial or other estab- 
lishments, can afford a sum of less than 
$2 per week for such a purpose. Many 
of them already pay $2 a week in the 
various Christmas Clubs which the banks 
advertise. These savings most frequent- 
ly are savings made to spend at a later 
period rather than savings to save. If 
the first annyal premium can be pro- 
vided by the applicant, immediately 
thereafter the sum of $1.75 per week 
saved in such a Christmas fund would, 
with the interest realized thereon, ap- 
proach within two or three dollars of 
an amount sufficient to carry a retire- 
nent income policy with ten years in- 
come certain and a lump sum payable 
to the beneficiaries if the insured dies 
before reaching the age of 65. There is 
a slight increase of premium paid by a 
woman. 

There is one objection, however, that 
lurks in the mind of the applicant. He 
wants to know what will happen to his 
insurance if he becomes ill or is out of 
employment for several months or even 
a year. Some companies provide various 
methods to assist the insured when he 
is unable to pay his premium. After a 
certain period of time, the cash value 
may be utilized to meet the premium. 
This means an annual interest charge un 
less and until the loan is repaid. An ex 
tension may be obtained by the insured 
to pay the premium with interest. Some 
companies use a premium note system 
with partial premium payments so that 
the insured may pay off the premium in 
installments. Sometimes there is a 
change from an annual to a half-yearly, 


quarterly or even monthly premium 
basis. The thing which is to be avoided 
is the necessity of re-examination and 
the payment of a premium at the new 
and increased rate. Some companies 
permit the re-dating of the policy so 
that there is no back premium to pay 
but the future premiums are upon a 
more expensive basis. 

There is room here for constructive 
help en the part of the insurance com- 
panies. If they would agree to rein- 
state the insured upon the submission 
of proper proofs of disability or unem- 
ployment without advancing the rate 
and without requiring re-examination, 
possibly charging the unpaid premium 
with interest for the period of the dis- 
ability against the principal sum in final 
settlement under the policy, they would 
be rendering a distinct service to those 
who desire this kind of insurance but 
are fearful lest their premiums will be 
lost in circumstances such as these. 

If a constructive plan like this were 
to be adopted and widely advertised, it 
would be discovered what a remarkably 
fertile field there is of new and_ un- 
touched life insurance prospects. This, 
coupled with a more liberal attitude of 
employers towards workmen’s compen- 
sation insurance would put the burden 
of old age protection where it belongs, 
on considerate employer and thrifty em- 
ployee and not upon the general public. 
It would not be socialistic. It would not 
discourage thrift. It would not permit 
families to decline to share their proper 
responsibilities in the care of their aged 
and dependent relatives. 


BALDWIN TO MOVE 

After sixteen years at 141 Broadway, 
Lathrop E. Baldwin, manager for the 
New England Mutual in New York, will 
move on April 18 to larger quarters at 
5 Maiden Lane. Mr. Baldwin will oc- 
cupy the entire fifth floor of this build- 
ing and has provided desk room for ten 
agents, his own private office and a 
better medical room. 


Cancellation Law 
(Continued from page 3) 


the expiration of the period of extended 
insurance. 

Nevertheless, a company might feel 
safer if it did send a notice 30 days 
in advance of the expiration of the ex- 
tended insurance that the policy would 
be absolutely void after the date named 
in the notice. Such notice, in order that 
the question might be beyond cavil, 
should specifically refer to the default 
of the premium or installment and the 
preceding notice to forfeit or cancel and 
should advise the policyholder that the 
notice of final cancellation was merely 
for the information of the insured whose 
right in the policy had been forfeited 
according to the terms of the policy on 
his failure to remit the premium due on 
the date named in the notice of inten- 
tion to forfeit or cancel. 

Secretary Blackburn propounds these 
queries: Is a policy lapsed for non- 
payment of premium, forfeited or can- 
celled, if by the terms of the policy it 
is running on automatic or other ex- 
tended insurance or is changed to paid 
up insurance? Must the notice con- 
templated in the Kansas law be sent 
when the loan value is exhausted? 


Analysis of Old Law and New Laws 


In Section 5292 of the old law, it is 
unlawful for any life insurance com- 
pany to forfeit or cancel on account of 
nonpayment of premium without first 
giving notice in writing of intention to 
forfeit or cancel, and in Section 5293, 
a thirty-day notice to the holder of any 
policy must be given “that the premium 
thereon, stating the amount thereof is 
due and unpaid and of its intention to 
forfeit or cancel the same.” The policy- 
holder shall have the right at any time 
within thirty days after such notice has 
been duly deposited in the post office, 
postage prepaid, and addressed to such 
policyholder to the address last known 
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of the new business is- 
sued by The Northwest- 
ern Mutual Life Insurance Company in 1924 
was upon applications of members previously 
insured in the Company. 


Once a Policyholder— 
Always a Prospect 
The Policyholders Company 
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MILWAUKEE TD: 


SPREAD ‘to protect 


The 
Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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to such company, in which to pay such 
premium. 

The clinching part of the second pro- 
vision makes any attempt to cancel or 
forfeit the policy without notice, null and 
void. The last sentence relates to the 
method of proof which is by affidavit 
by any responsible officer, clerk or agent 
of the corporation. 

This law was construed, in the cele- 
brated case of Priest vs. Bankers Life 
Association 99 Kans. 295, 161 Pac. 631, 
to require that the forfeiture notice be 
given after the expiration of the days 
of grace. 

The new law undertakes in Section 2 
to authorize the sending of the notice, 
in the case of policies providing for a 
period of grace of not less than thirty 
days or one month and containing .any 
provision for cancellation or forfeiture 
at the end of this grace period, not more 
than thirty days prior to the date of ex- 
piration of grace “in like manner” to 
“notify the insured under any such policy 
of the date when such premium will fall 
due, stating the amount thereof and its 
intention to forfeit or cancel the same 
if such premium be not paid within the 
period of grace provided in the policy.” 

The other material changes from the 
old law provide (1) that it shall be un- 
lawful “within six months after default 
to forfeit or cancel without giving the 
notice in writing” and (2) any attempt 
on the part of such insurance company 
“within six months after default in the 
payment of any premium” to cancel 
without written notice, shall be null and 
void, (3) the law is made to apply to 
any installment of premium, and (4) the 
notice required shall be mailed to the 
msured instead of to the holder of the 
policy. 

The enactment of the new law changes 
the situation materially as to business 
written since the date of the enactment 
of the new law. 


HONOR NOLLEN WITH RECORDS 
Equitable of Iowa Agency Force Sets 
Some New Marks in Closing Busi- 
ness For President 
‘The field force of the Equitable Life 
of lowa wrote business during March 
in honor of President Nollen, and all 
previous records of the company were 
broken, including number of applica- 
tions, and business received, approved 

and paid. 

The total business paid during Nol- 
len month was $8,951,000. Largest busi- 
ness paid for by a single agency was 
Philadelphia with $605,830. The largest 
amount of business received in a single 
day was $2,012,000. The greatest num- 
ber of applications sent in by one so- 
licitor during the month was achieved 
by LL. ©. Young, of Ohio, with eighty 
applications. 

The gain over last March in volume 
was $2,364,000. The leaders in the or- 
der named were the following agencies: 
Philadelphia, Harrisburg, Des Moines, 
Chicago, Crawfords, Pittsburgh, New- 
ark, Cincinnati, St. Louis, Cedar Rapids, 
Los Angeles. The leading states were: 
Pennsylvania with $1,762,000; lowa, 
$1,523,000; Ohio, $1,094,000; Illinois, $1,- 
042,000; Missouri, $565,000. 


TO TRAIN RICHMOND AGENTS 
Appointment of Jesse A. Hood as su- 
pervisor of the Richmond office of the 
Equitable Life Assurance Society is an- 
nounced to E. Mulford Crutchfield, gen- 
eralt agent for the company in Virginia. 
In his new position, Mr. Hood will be 
in charge of the selection, appointment 
and training of agents. He has been 
with the Richmond office for the past 
seven years and has been aa excellent 
producer in this period. He is a strong 
believer in the value of education ™ 
life insurance work and will endeavor to 
apply his ideas along this line in the 
new work which he has undertaken. | 
Mr. Hood is ‘one of the most active 
inembers of the Richmond Association 
of Life Underwriters and is a tormer 
treasurer of the asscoiation. 
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Meeting Competition 
Of Modified Life 


MANAGER GIVES SALES TALK 





Brings the Matter Down to Choice Be- 
tween Two of Regular Line of 
Company’s Contracts 





How to meet the competition of the 
modified life policy is interestingly told 
by Manager Paul Hawkins of the Peoria 
Life. He says: 

I emphasize that all insurance is based 
on certain fundamentals, such as_ the 
mortality tables and interest earnings; 
and that no company has a monopoly of 
them. One company may call its policy 
a Guaranteed Bond Policy, while we 
may issue a very similar policy and call 
it a G. P. E. policy. It is just a matter 
of choosing a namé for forms as old as 
modern insurance itself. 


Then I go into this modified life policy 
and show him just what it is. I show 
him that it is in reality a cross between 
a term and an ordinary life policy. He 
buys a term policy for five years and 
then it automatically becomes ordinary 
life. I show that while he is getting a 
term policy for five years, yet he is pay- 
ing a high term rate and then that he 
is actually signed up for a straight life 
policy—pay on it as long as you live. 

And then | say, “Mr. Smith, if that is 
what you really want, why not get it at 
a really net figure? Why not buy that 
insurance from the Peoria Life at really 
lower figures than this company offers 
you the same thing for?” I then make 
up a combined proposal based on our 
non-par term, for five years, plus an 
ordinary life, par or non-par. I also 
give him, if | think it advisable, the 
option of making it either 5 years or 
10 years showing him that we can go 
them one better, by giving him a half- 
rate for ten years, if that is what he 
feels he needs. 

When I have done this I feel we are 
now on an equal footing, or even a little 
more favorable for our non-par rate is 
so very low, it opens his eyes, and when 
I show him that on our plan he has the 
option of making his permanent form 
one of several policies, instead of being 
automatically converted to ordinary, 
and when I show him that we don’t just 
go ahead on any one plan, but get this 
O. K. before we do anything, then he 
sees that actually there is. nothing even 
desirable in the so-called “half-rate” 
form. 

And so I have just brought the whole 
thing down to a choice between term 
and G. P. A. or G. P. E. I bring in all 
my arguments and reasons why for 
G. P. A. I say something like this—“Mr. 
Smith, there is one very splendid use 
for term insurance. It does have a real 
place under certain conditions, and if 
you are in such a situation, then by all 
means I recommend this term plan. That 
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Who is 35 years of age? 


insurance companies. 


field. 


86 Fulton Street 





Have You a Place in Your Organization 
for a Man 


He has had 15 years life insurance experience. 
He has had some casualty insurance experience. 
He has filled every position from agent to agency 


manager in industrial insurance companies. 
He has worked as agent and supervisor for ordinary 
He is fitted for executive work—either home office or 


He prefers opportunity in the East. 


Address Box 1021 
THE EASTERN UNDERWRITER 


New York City 





condition exists when a man is hard up 
for money, and must buy the cheapest 
protection, so far as immediate cost is 
concerned, and get it at once. It’s very 
much like buying a suit of clothes. A 
man must wear clothes and if he has 
little money and credit he may have to 
get one ill-fitting, half cotton, shoddy 
suit to hide his nakedness, but he isn’t 
going to get that if he had the cash or 
credit to get a Hirsch-Wickwire suit 
fitted to him.” 

Then I try to get into the position 
where I can really plan that man’s 
needs. There must be a need for the 
added insurance, and I bear down on 
that, driving home his need for perma- 
nent insurance to fill out a definite pro- 
gram. 

What I try to do, you see, is to dis- 
credit this policy, not by condemning it, 
but by showing it really is nothing new, 
and is a combination not really as de- 
sirable as the old arrangement. | am 
careful to emphasize that it is a sound 
policy, issued by a sound company, and 
that it has its place. The question then 
is whether the place is for it with him. 
And by that time I have brought the 
whole situation down to a straight pro- 
position such as comes up in every sale. 
It’s a situation then to be met by each 
of us in his own individual way. 





C. R. Tripp Has Big Increase 

Charles R. Tripp, manager for Massa- 
chusetts for the Fidelity Mutual Life, 
reports that in the first three months of 
this year the paid business of the agency 
has increased 33%. The agency stands 
in sixth place for the year among the 
company’s agencies for settled premiums. 





BERLET IN BROOKLYN 





Philadelphia Man Addresses Paul Alex- 
ander Agency Of Guardian Life 
Insurance Co. 


More money can be made with less 
risk in the life insurance business than 
in any other business, according to E. J. 


Berlet, Philadelphia general agent of 
the Guardian Life, in an address de- 
livered to Paul Alexander’s Brooklyn 


Agency Force at its monthly get-to- 
gether on Monday, April 6th, 1925. 

The speaker stressed that in the av- 
erage business there is the capital in- 
vestment, interest charges, general over- 
had, and weekly payroll. In the life in- 
surance business you have an absence of 
all of these trying responsibilities. All 
that is required is average intelligence, 
willingness to work and systematic ef- 
fort. “The first step towards a_ sub- 
stantial success in life underwriting, he 
said, is the ability of self-management; 
following this is appreciation of the ser- 
vice you can render your prospective 
assureds, then add initiative, enthusiasm 
and work, and you have the recipe of 
the successful life underwriter.” 





WELLS LUNCHEON 


A luncheon meeting of the Graham C. 
Wells agency of the Provident Mutual 
in New York will be held next Tuesday 
at Robins’ Restaurant. Franklin C. 
Morss, superintendent of agencies, will 
be the speaker. 





The Guardian Life celebrates its six- 
ty-fifth anniversary today. 


Nearly 100 Present at 
Glenn Sales Sessions 


COMPANY EXECUTIVES ATTEND 


Philadelphia Mutual Benefit Agency 
Addressed by President Hardin, 
Ream, Thurman, Papps, Dr. Ward 








The James H. Glenn Agency of the 
Mutual Benefit in Philadelphia, which 
closed March with over a million dollars 
paid for production, the largest in its 
history, held an all day sales session on 
April 3 at the Ben Franklin Hotel with 
nearly one hundred in attendance. Home 
office guests included President John R. 
Hardin, who was on his first visit to the 
Philadelphia agency, Oliver Thurman, 
superintendent of agencies; Jay Ream, 
assistant superintendent of agencies; 
Percy C. H. Papps, mathematician, and 
Dr. William R. Ward, medical director. 
The visiting agents were from Wilming- 
ton, Baltimore, Richmond, Williamsport, 
Altoona and Johnstown. 

Jay Ream, in talking on “Prospecting” 
suggested a systematic method of keep- 
ing a supply of leads 
hand. In fact, have 


constantly on 
more people on 
schedule than can be seen, rather than 
getting into a blind alley and not know 
who to see, Mr. Ream suggested. Mr. 
Papps analyzed the company’s annual 
statement, following which he took the 
competitive special policies of other 
companies and showed how the Mutual 
Benefit met them with their own. He 
also scored the twister and abstractor. 
Mr. Thurman again told his wonderful 
story of the achievement of Clay Ham- 
ilton of the Buffalo Agency, which 
made such a hit at the L, A. Cerf con- 
vention. By a more scientific selec- 
tion of risks, explained Dr. Ward in 
his talk, the company is now able to ac- 
cept cases which formerly it would have 
rejected. 

The topic of “Income Insurance” by 
General Agent L. A. Spalding of Balti- 
more, was a feature of the meeting. In 
it he explained the difference between 
the old-fashioned agent whose only aim 
is to increase his client’s insurance with 
each birthday and the up-to-date pro- 
gram agent who knows just why he is 
going to recommend a ten thousand dol- 
lar increase in his insured’s policy. 

Other speakers were W. A. Craig and 
Vaughan Chambers, both of Mr. Glenn’s 
agency; L. A. Cerf, Jr., New York, and 
Bruce Thompson, Wilmington, Del. The 
chairman for the morning session was 
W. M. Kalmey of Philadelphia, and in 
the afternoon W. F. Bigony of Reading, 
presided. The following day James M. 
Stokes, Jr, lead an informal agency 
conference to determine just how ef- 
fectively the sales session ideas could be 
put into practice. 














THE EQUITABLE LIFE OF IOWA 


ANNOUNCES THE 
LARGEST DIVIDENDS 
IN ITS HISTORY 


E-Q-U-I-T-A-B-L-E  L-I-F-E 
0-F I-0-W-A 


Founded: 1867 Home Office: Des Moines 
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feature. 





It Gets Good Interviews! 


he new JUVENILE 
National Life Insurance Company on the lives of children ages 
1 day up to 14 years. 
Full face value of policy reached on the anniversary of the 
policy on which the insurance age of the child is 5 years. 
Waiver of further premiums in event of the death or dis- 
ability of the father may be provided by the Payor Insurance 


Results obtained by Lincoln National Life agents in selling 
this new JUVENILE POLICY prove it to be another good 
reason why it pays to 





POLICY written by The Lincoln 
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Lincoln Life Building 








The Lincoln National Life Insurance Company 


“Its Name Indicates Ite Character” 
Now More Than $350,000,000 in Force 


Fort Wayne, Indiana 
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Medical Section 
Meets In Louisville 


AMERICAN LIFE CONVENTION 


Wide Variety Of Subjects Of Interest 
To Medical Directors Scheduled 
For June Convention 








The Medical Section of the American 


Life Conveniton will hold its fifteenth 
annual meeting this year at Brown's 
Hotel, Louisville, June 2 to 4. Following 


is the preliminary program: 


Tuesday, June 2 


Address—M. M. Lairy, M 


Chairman's 5 abe 
, Fayette Life Ins. Co., 


Medical Director, La 
La Fayette, Indiana. : 

Address—Chester F. S. Whitney, M. D., Presi- 
dent, Ass’n. Life Ins. Med. Dirs. of America, 
Med. Dir., Home Life Ins. Company, New York, 
New York. 

Address—George Graham, President, American 
Life Convention, Vice-President & Actuary of 
Central States Life Ins. Co., St. Louis, Mo. 

“The Value of Urological Impairments and 
the Effect of Modern ‘lreatment of Syphilis,” 
B. F. Byrd, M. D., Med. Director The Nat’l 
Life & Accident Ins. Co., Nashville, Tennessee. 

Discussion—J. L. Evans, M. D., Med. Director, 
Farmers and Bankers Life Ins. Co., Wichita, 
Kans.; C. B. Irwin, M. D., Med. Director, North 
American Life Ins. Co., Chicago, Ilinois. 

H. A. Baker, M. D., Med. Director, Kansas 
City Life Ins. Co., Kansas City, Mo. 

“The Insurability of Those Migrating for Tu- 
berculosis and Other Respiratory Impairments,” 
. E. Kinney, M. D., Med. Director, Farmers 
Life Ins. Co., Denver, Colo. 

Discussion—E. W. Rheinheimer, M. D., Med. 
Director, Two Republics Life Ins. Co., El Paso, 
Texas; J. /, Amesse, M. D., Med. Director, 
The Capitol Life Ins. Co., Denver, Colo.; Frank 
L. Grosvenor, M. D., Med. Director, Travelers 
Insurance Co., Hartford, Conn. 

“The Selection of Risks for Total Disability 
Benefits,” J. T. Montgomery, M. D., Medical 
Director; P. V. Montgomery, Vice-Pres. 
Actuary, Southland Life Insurance Company, 
Dallas, Texas. 

Discussion—C. M. Whicher, M. D., Med. Di- 
rector, The Royal Union Life Ins. Co., Des 
Moines, Ia.; Carl Lovelace, M. D., Med. Direc- 
tor, Amicable Life Ins. Co., Waco, Texas; 5. W. 
Gadd, M. D., Med. Director, Philadelphia Life 
Ins. Co., Philadelphia, Pa. 

“Clinical Quantitative Albumin Test as Used 
in Prudential Laboratory’? (Laboratory Demon 
stration), William G. Exton, M. D., Dir. of 
Laboratory, Prudential Ins. Co. of America, 
Newark, N. J. 

Wednesday, June 3 

Symposium—Kisk Selection—(A) “Legal Points 
of Risk Selection,” Judge W. S. Ayres, Gen- 
eral Counsel, Bankers Life Company, Des 
Moines, Ia. (B) ‘Actuarial Points of Risk 
Selection,” George Graham, Vice-Pres., Actuary, 
Central States Life Ins. Co., St. Louis, Mo. 
(C) “Importance of Inspections in Risk Selec- 
tion,” John King, Vice-Pres., Hooper-Holmes 
Bureau, New York, New York. 

“Borderline Risks’”—Charles B. Piper, M. D., 
Med. Director, Guardian Life Ins. Co., New 
Yoru, N.. ¥. 

Discussion—C. A. Van Dervoort, Asst. Med. 
Dir., Fidelity Mutual Life Ins. Co., Philadelphia, 
Pa.; Frank Harnden, M. D., Med. Director, Mid- 
land Mutual Life Ins. Co., Columbus, Ohio; 
William Muhlberg, M. D., Med. Director, Union 
Central Life Ins. Co., Cincinnati, Olrio. 

“Relation of Field Examiner to the Agent and 
the Company,” Duane W. Propst, M. D., Chi- 
cago, Illinois. 

Discussion—T. Hugh Young, M. D., Nash- 
ville, Tennessee; W. T. McKinney, M. D., Med. 
Director, Inter-Southern Life Ins. Co., Louis- 
ville, Ky.; J. R. Neal, M. D., Med. Dir. & Sec- 
retary, Mutual Life of Ill., Springfield, Il. 

“The Investigation of Urine Preservatives”— 
Mrs. Jeanette Allen Behre, Chemist, Union Cen- 
tral Laboratory; William Muhlberg, M. D., Med. 
Director, Union Central Life Ins. Co., Cincinnati, 
Ohio. 

Discussion—F. A. Causey, M. D., Assoc. Med. 
Dir., Peoria Life Ins. Co., Peoria, Ill.; William 
G. Exton, M. D., Lab. Director, Prudential Ins. 
Co. of America, Newark, N. J.; F. B. Kings- 
bury, M. D., Chemist, Metropolitan Life Ins. 
Co., New York, N. Y. 


Thursday, June 4th, 1925, 9:30 A. M. 
Thursday, June 4 
“A Report of the Physical Condition of Over 
One Hundred Diabetic Cases After One Year of 
Insulin Therapy,’’ George Parker, M D 
Director, 


Peoria Life Ins. Co., Peoria, II. 

Discussion—F. L. Truitt, M. D., Med Director, 
Reserve Loan Life Ins. Co., Indianapolis, Ind.; 
J. W. Wear, M. D., Med. Director, Nat'l Fi- 
delity Life Ins. Co., Kansas City, Mo.; F. H. 
Fox, M. D., Med. Director, Northern States Life 
Ins. Co.; Hammond, Ind. 

“The Need of a More Careful Selection in 
Cardiac Cases,” J. A. Patton, M. D., Med. Di- 
rector, The Prudential Ins. Co. of America, New- 
ark, é 
Discussion—L. G. Sykes, M. D., Med. Direc- 
tor, Conn. Gen. Life Ins. Co., Hartford, Conn.; 
W. H. Browne, M. D., Med. Director, American 
Life Ins. Co., Detroit, Mich.; H. W. Dingman, 
M. D., Med. Director, Continental Assurance 
Company, Chicago, 


WRITES SALARY ALLOTMENT 





Metropolitan Life Will Accept Up To 
$2,000 Without Medcial Examina- 
tion Under New System 


The Metropolitan Life has adopted the 
salary allotment plan, which is in ef- 
fect only a modification of a contribu- 
tory group method that the company 
has been using with success for about 
a year. The company will accept ap- 
plication for any form of policy other 
than its special whole life or the term 
policies. The monthly rate will be one- 
third of the quarterly premium, and the 
various values will be those given in 
the rate book. Disability benefits and 
endowment at age eighty-five will not 
be written under the plan, except on 
the regular ordinary application form 
and with medical examination. 

The business will be written without 
medical examination, where the amount 
applied for, together with other insur- 
ance issued by the company without 
medical examination does not exceed 
$2,000, where the age does not exceed 
45. Individual applications will be re- 
ceived from $1,000 up. When the 
amount is $10,000 or more the regular 
medical examination will be required. 





HARTMANN MOVING 
Thomas E. Hartmann, manager for 
the New England Mutual in New Jersey, 
is moving to larger quarters in the Kin- 
ney Building, in keeping with the in- 

creasing business of his agency. 


Federal Life Policy 


(Continued from page 1) 
have not sent for one of the popular 
$1 policies do so at once as the offer is 
limited.” The ad, in part, said: 

“Since the announcement made by the 
Chicago ‘Tribune’ five weeks ago, offer- 
ing one million insurance policies to 
‘Tribune’ readers—a $7,500 Travel Acci- 
dent policy for only one dollar—it has 
been impossible to keep pace with the 
demand. Although facilities had been 
arranged for the issuance of ten thou- 
sand policies a day, and were later in- 
creased to permit the issuance of twenty 
thousand policies a day, the number of 
applications pouring in exceeded by far 
the facilities to issue them. 

“Only recently has the clerical force 
been able to ‘catch up’ with the demand. 
Policies are now being issued within 
two days after the receipt of the appli- 
cation. 

“If you have not yet sent for one of 
these popular policies, do so at once. 
This offer is open to every man, woman, 
boy and girl between the ages of ten and 
seventy, regardless of station in life, 
color or creed (except persons who are 
totally blind or crippled to the extent 
that they cannot travel safely in public 
places). It includes firemen, street car, 
‘TL’ and bus employes; taxicab drivers, 
workers in all trades and offices, city em- 
ployes and employes of the ‘Tribune’ and 
all other newspapers. 

“All that you have to do to get one 
of these policies is to be a reader of the 
Chicago ‘Daily Tribune,’ and pay the 
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cock book, entitled “Estate Conservation and 
Life Insurance Trust: 


eated in the John Han- 
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LIFE INSURANCE COMPANY 


> BOSTON MASSACHUSETTS 
Over Sixty Years in Business. 


Dollars on 3,500,000 Lives. 


Now Insuring Over Two 








BAY aoe an A OLN) Aen AP 
SRR ESS AOD ESOD CIES CIE SOC IL AS: 


a1 a em 907, 








small registration fee of $1.00. All other 
expenses for issuing this policy are paid 
by the ‘Tribune.’ No physical examina- 
tion is necessary. You can renew your 
policy for another year by the payment 
of the same small registration fee, and 
its value will increase ten per cent on 
renewal. 

“This is the most sensational insur- 
ance bargain ever offered—the broadest 
policy of its kind ever issued. If you 
wish to take advantage of the ‘Tribune’s’ 
liberal offer, simply mail the application 
blank below to the ‘Tribune’ with the 
one dollar registration fee, and a $7,500 
Travel Accident Insuranace policy, fully 
paid | up for one year, will be sent to 
you. 


VIEWS OF W. T. GRANT 





President of B Men’s Assurance 
Co., Kansas City, Gives Reaction to 
“Tribune” Policies 


Most of the Western insurance men 

do not care to be interviewed relative 
to the Federal Life’s newspaper policies 
which are issued on receipt of $1 pre- 
mium. An exception is W. T. Grant, 
president of the Business Men’s Assur- 
ance Co. of Kansas City, who writes to 
THe EASTERN UNDERWRITER: 
_ “I believe it to be unfortunate indeed 
for the business of accident insurance 
that companies yield to the temptation of 
securing a large number of policyholders 
under a contract under which the liabil- 
itv is so limited that the chance of benefit 
to the policyholder is remote indeed. 

“It is certain that under such form of 
policy more than 90% of accidents to 
which the insured is subject are not 
covered by the policy. The effect upon 
the insuring public of carrying alleged 
accident insurance and yet being unpro- 
tected more than 90% of the time is to 
create additional antagonism, render 
sales resistance greater than it now is 
and add to the acquisition expense of all 
companies engaged in the business be- 
cause of the greater opposition that their 
sales forces must overcome.” 





McNAMARA GIVES LUNCHEON 





Reports $2,503,100 Paid For Since Jan- 
uary 12; Educational Classes of 
Agency Well Attended 


John C. McNamara, general agent for 
the Guardian Life in New York, gave 
a luncheon and theatre party to fourteen 
members of The Quota Club of his 
agency on April 4. This organization 
has paid for $2,503,100 since its ap- 
pointment as general agents on January 
12. The leader in production is the vet- 
eran agent, Harry D. West, who has 
been thirty-six years in the business. 

The educational classes which started 
in March are keeping up the interest, 
having close to a hundred in attendance 
at each class. “The Stethoscope,” an 
agency paper, is being published month- 
ly, the aim being to feature some defi- 
nite angle of selling life insurance in 
each issue. The April issue contains an 
article on interest income installments, 
showing the effect of the Guardian’s five 
per cent. interest rate. 





DAY & CORNISH AHEAD 

Day & Cornish, general agents for the 
Mutual Benefit in Newark, are off to a 
good start this year. The agency paid 
for $3,334,000 for the first three months 
as compared with $2,434,500 for the 
same period of last year. Max Hem- 
mendinger tops the list with a personal 
paid-for production of over $500,000 up 


to date. Five agents are taking the 
life insurance course at the Newark 
Vo ee, aX: 





Richard V. Rowe, secretary, American 
Bankers’ Insurance, Jacksonville, Il., 
left recently for an extended agency trip 
that will take him to the Western Coast, 
where conferences of the company’s men 
in the century and ordinary life depart- 
ments will be held. 
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Change Working Plan 
Avoids Going Stale 


HOW IT WORKS IN PRACTICE 





J. J. Devney’s Scheme is to Get Away 
from Routine and Stereotyped Method 
to Sidestep Ruts 





For the life insurance salesman wh» 
has “gone stale,’ a novel remedy has 
been suggested by Joseph J. Devney, of 
Cleveland, who describes it in the “Mu- 
tual Underwriter” briefly as follows: 
“Make a radical change in your method 
of working for a while. Do things dif- 
ferently. Get away from your stereo- 
typed routine.” Here is how Mr. Dev- 
ney describes his plan: 

“As there are two ways of taking a 
city by seige and by storm, so there are 
two similar ways of selling life insyrance. 
One is the aggressive campaign which 
brings the issue to a head in one, two 
or three interviews, the other is the long 
drawn out process of calling upon a pros- 
pect an indefinite number of times till 
he is finally worn out and surrenders. 

“The aggressive campaign is produc- 
tive of the largest results in selling life 
insurance. It is customarily employed 
hy big producers and is far more agree- 
able to the prospects, but is wearing on 
the salesman. Those who employ this 
method must use mental force and lots 
of it. 

‘Not a few agents make a living for a 
time by the siege plan. Buz it inevitably 
leads to a rut. They woald surely be 
more successful by gradualiy working 
away from it. They can :mprove their 
method by making their mterviews short 
and snappy. 

“For the benefit of those who feel the 
necessity of temporarily letting up their 
high pressure methods, also of those 
who should enlarge their list of pros- 
pects and put more snap into their work, 
the following method may be followed 
for a change with such modification as 
appeals to those who adopt it. 

“To approach a stranger, make his ac- 
quaintance, learn his birthday and leave 
a favorable impression is a nice art. It 
is simple when you know how, it pays 
and it is diverting. A salesman who has 
been doing it several years describes 
his method somewhat as follows: 

“Approaching a stranger in his sanc- 
tum, he says: ‘My name is Brown, I 
represent the I have no in- 
formation that you are interested in my 
goods, but your name being on my list, 
I called as a matter of course.’ 

“A pause gives the stranger an op- 
portunity to express interest or the lack 
of it. As may be suspected, a large per- 
centage of expressions is of the latter 
brand. In these cases the salesman 
promptly says that he does not want to 
take time to talk about a proposition in 
which the man is not interested, BUT, 
there is just a possibility that SOME- 
TIME he may become interested, in 
which case he would be pleased to call 
and go into details. He therefore de- 
sires to leave his card for reference and 
on it the rates of the three common 
forms of policies at the prospect’s age. 

“Fingering his rate-book the conver- 
sation goes on something like this: 

““Let me see, you’re about 37.’ 

“‘No, 38. 

i Bays must have been born in ’87.’ 

-u 


“‘What month and day, please?’ 
june 22? 

‘All right. Now here’s our rates for 
your age on the ordinary life, twenty- 
Payment life and twenty-year endow- 
ment plan. If you should ever think 
about insuring, I'll be glad to talk with 
you further. You'll find my phone num- 
ber on the card.’ 

“All right, I'll let you know if I ever 
decide to take another policy.’ 
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“ ‘Good-bye.’ 

“ ‘Good-bye.’ 

“The salesman’s card may go into the 
wastebasket or be hid in a pigeon hole. 
Anyway he presumes it will be forgotten 
—and it usually is.. Furthermore, he 
never expects to be called in to a con- 
ference on insurance—and -he isn’t. 

“But he doesn’t fail to call around 
again in a few weeks or months—just 
before the age changes—and renew the 
acquaintance. If the man remembers 
him, it is a favorable recollection of 
one who made a short businesslike call. 
If he is still uninterested and apparently 
cannot be interested then, this salesman 
makes another neat getaway and bobs 
up later. Never comes often enough to 
offend, never tarries long enough to ir- 
ritate, but just gradually builds up an ac- 
quaintance and a friendship that some- 
times gets a policy years after the first 
call. 

“This salesman sees a lot of people 
every day, usually finds three or four in- 
terested enough to stand a good strong 
talk with immediate business, in pros- 
pect. He keeps going the rounds faith- 
fully day after day, and at the end of 
the year finds that he has made a nice 
addition to his bank account and great- 
ly enhances his chances for a splendid 
increase the next year.” 

The high-pressure salesman will find 
a great rleaxation in using such a plan 
for a while. It will be a relief from his 
customary method. Furthermore, he will 
be shrewd enough to pick out some 
splendid prospects on which to use his 
usual canvass later. 

The low pressure salesman will find 
it especially advantageous. It will quick- 
en his impulse, get him out of the rut 
and greatly increase his effectiveness. 

It is not necessary to adopt either of 
the particular plans suggested to get 
the desired result. The point being to 
work in some radically different manner 
for a while. As a change of scene rests 
one, so does a change of action. 





—_— 





have no active agency there. 





Wanted—An Agency Manager 


A Mutual Life Insurance Company with Home Office in New 
York State invites the confidence of a man who seeks a 
General Agency opening in COLUMBUS, OHIO. We now 


In return for his confidence, ours will be extended—a Home 
Office official will arrange an interview and acquaint him with 
the details of our proposition. 


The purpose of this advertisement is to find the right man. 
Your letter will establish acquaintance. Address: 


“Columbus” 
THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 








Lawton Agency 

(Continued from page 7) 
lapse records. Each of our men went 
out and got his own business and no 
older man helped in the selling of this 
business, because our Supervisor William 
L. Mainland, who is a second-year man, 
was too busy writing applications him- 
self to help out the new men very much. 
We have written no fraternity groups. 
In other words, ‘our business has been 
retail and not wholesale. 

“The following are the lengths of time 
that the freshmen have been with this 
agency: 

“T. S. Malone, two years; 

W. L. Mainland—two years; 
A. B. Pfeiffer—almost two years; 
C. L. Beaman—one year; 








Connecticut General News 
Hartford, Conn. 





All in One Contract 
Life, Accident, Group 


The man who buys. life insurance 


‘ also buys accident insurance. 


In many 


cases he isin the market for group and 
employees’ insurance also. 


Once the agent has made the con- 
nection he doesn’t need to exert much 
extra effort to fill all his client’s per- 


sonal needs. 


He will 


do this almost automat- 


ically when he belongs to an organi- 
zation that is vigorously promoting 
the sale of all lines of personal insur- 
ance, and he will largely increase his 


earnings. 











R. S. Simpson—three months; 

E. L. Robinson—one month; 

T. B. Wilde—one month.” 

“The feature of the campaign was the 
hard work on the part of T. S. Malone, 
who besides accounting for 89 applica- 
tions was a source of great inspiration 
to the other men. . Co-operation was 
the keynote of the month’s work, and 
there were no trade secrets among the 


men, every one co-operating to help 
put the others over the line.” 





GUARDIAN’S NOVEL FEATURE 


Using Birthday Cake in Productior 
Campaign in Honor of Vice-Presi- 
dent Hansen’s Anniversary 
One of the most original production 
stunts of the year is the Guardian Life's 
“Hansen Golden Jubilee Month,” fea- 
turing a huge birthday cake, candles and 
bags of flour. The occasion is the fif- 
tieth birthday of Vice-President T. Louis 
Hansen on April 8, which the fieldmen 
are celebrating by a special production in 
his honor. This cake is to be four lay. 
ers high and will hold fifty-one candles. 
The entire country is divided into four 
districts. Each district will contribute 
a layer of the cake. The district mak- 
ing the greatest percentage of gain over 
its regular quota for the month of April 
will be represented by the top layer and 
the next highest district will be accorded 
the second layer and so on through to 

the fourth and last district. 

The second feature of this special oc- 
casion will be the award of the candles 
that adorn the birthday cake to the fifty- 
one leading agents of the whole field 
force. Figured, of course, on the basis 
of applications submitted, ‘the largest 
candle in the center of the cake will be 
awarded to the man or woman submit- 
ting the greatest number of applications 
in April. The second row of five can- 
dles, slightly smaller in size, will go to 
the next five leading agents, the third 
row of fifteen candles to the next fif- 
teen agents, and the last row of twenty 
candles to the next twenty agents. All 
Guardian agents submitting ten or more 
applications will receive a piece of cake 
together with an autographed photo of 
Mr. Hansen in the act of cutting his 
birthday cake. 

Each application that the fieldmen 
send in will be accompanied by a small 
reproduction of a flour-sack, bearing the 
name of the agent and the record of the 
individual’s effort to honor Mr. Hansen. 
At the end of the month Mr. Hansen 
will be presented with all the “filled” 
flour sacks sent in, together with a real, 
delicious birthday cake, covered with 
icing and surmounted by the fifty-cne 
candles—one for each year and one 10 


——— grow on. 
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Advantage in Getting 
A Binding Receipt 


HOW IT HELPS TO CLOSE CASE 





Stanford Wright of John MHancock 
Mutual Tells Personal Experiences 
In Using Receipt 





The binding receipt has special uses 
‘that seem to be ignored by life insurance 

salesmen. Most of them do not make any 
use of it at all, although when it was 
adopted only a few years ago it was ex- 
pected to have great advantages, Stan- 
ford Wright, associate general agent of 
the John Hancock Mutual Life at Boston, 
has been very successful in using the bind 
ing receipt and he makes the following 
comments on its uses: 

The highest grade of service can be 
rendered the applicant by filling this in 
and handing it to him and getting his 
check in return. You have closed the case, 
saved yourself hours of anguish and men- 
tal worry, and the client is insured. It 
isn't salesmanship to be afraid to ask him 
for the check. Any one can write an ap- 
plication and get a medical examination, 
but it takes the real salesman to close the 
case and a case isn’t closed until it has 
been paid for. 

What if the worst should happen and 
he had an accident, let us say, and three 
days after was killed, would you be ren 
dering the service that is expected from 
you if he had not paid? Don’t forget, if 
he doesn’t pay, your Company can't pay, 
and think of the service you have failed to 
give his family—it’s your neglect, not his. 

Probably in nine cases out of ten you 
don't ask him, or he says he will pay when 
he gets the policy—that’s your time to 
stand right up in your shoes and show 
whether he is applying for Life Insurance 
or you are selling it. Don’t be afraid—he 
won't feel offended and he won't get hurt 
Sell him your real story—that he isn’t in- 
sured until he pays the premium. 

In 99 per cent. of the cases I have han- 
dled since I have been with this Company 
the application has gone up to the Home 
Office with the Binding Reccipt detached, 
so that I feel I am justified in writing 
this. 

It makes no difference to me whether 
the premium is fourteen dollars or four 
thousand dollars, it’s got to be paid and I 
do not hesitate to look my man in the 
eye and say: 

“You want this annually?” 

“No, semi-annually.” 

Then fill out the Binding Receipt. There 
is a lot of psychology in writing it out. 
He is watching you. Then hand it to him 
with a smile: 

“Here's your receipt for the first pre- 
mium, now just as soon as this is ap- 
proved at the Home Office, which will be 
within twenty-four hours, we go on the 
risk, and should anything happen we will 
pay the claim.” 

You are moving him fast now—first a 
risk and now almost a claim! Things do 
move fast in the Insurance business. Don’t 
get nervous, he gets the picture just as 








The new addition to the head office 
building of the Imperial Life of To- 
ronto makes an imposing structure just 
double the size of the original building. 
The building is occupied entirely for 
the purposes of the company, with the 
exception of the ground floor and one 
other floor. The original building was 


Petes Beer ABe > ag 
1S 


erected in July, 1912, and measured 55 
feet on Victoria Street by 88 feet deep 
and eight stories high. It is a_ steel 
frame fireproof building, modern in 
every way and with a terra-cotta front. 
The new portion is extended 55 feet on 
Victoria Street, so that it is just double 
the frontage. 








fast as you do. It is time for him to 
chime in: 

“Do I have to pay it NOW?” 

“Why, yes, of course. You want the 
insurance, don’t you?” 

It is all over, you get the check. Or if 
you know your man well enough and 
know he hasn't his check book, just give 


him a stamped, addressed envelope. 


TO MEET IN SYRACUSE 

The New York State Association of 
Insurance Agents will hold its annual 
meeting at the Hotel Syracuse, at Syra- 
cuse, on May 25-27. On account of its 
central location in the state, Syracuse is 
usually selected as the meeting place for 
the convention. 


Accounting of Time 
An Important Factor 


SHOULD START THE DAY EARLY 





An Accurate and Conscientious Record 
of Every Fifteen Minute Period 
Suggested As Plan 





Some successful life insurance salesmen 
ignore all mechanical aids in connection 
with their work and others equally suc- 
cessful use many devices to conserve time 
and to make their effort more productive. 
no one method can be applied to all. But 
for the newer agents, there is no doubt 
that any device that tends to contribute 
toward efficiency of time and effort should 
be availed of until one gets to the point 
that such artificial aids are no longer 
Some evidence that a careful ac- 
counting of the expenditure of time dur- 
ing the day has been productive of direct 
results in improved production comes from 
the Detroit agency of the Mutual Benefit 
Life, in the following : 

Among those who are making a daily 
accounting of their time on the cards fur- 
nished by the office, a number of greatly 
improved records are in evidence, confirm- 
ing the contention that in order to make 
a permanent and satisfactory success of 
this work—a business in which one is en- 
gaged for himself, the only capital being 
required is his time and best effort—one 
must account to himself daily very ac- 
curately and conscientiously for each and 
every fifteen minutes of his time, for other- 
wise he will find himself hopelessly dis- 
couraged as a result of his failure to 
properly conserve the greatest asset he 
can possess, viz: time, if properly em- 
ployed. 

This office believes that to make a satis- 
factory and permanent success in this 
business one must begin the day early, by 
8:30 in the morning, and devote eight to 
ten hours daily in the proper promotion of 
his business, and should remember always 
that he must pay the price of success in 
intelligent work—close application to busi- 
ness—for permanent success; that it is 
hard when you go at it easy, but easy 
when you go at it hard; that success is 
not a bequest, but a conquest; that it is 
not doing the thing you like to do, but 
liking the thing you have to do, that makes 
life blessed. 

_In urging each and every one to exert 
himself or herself to invest the necessary 
time and intelligent effort in this business, 
remember, that the most that anyone can 
do for a person is to fire his ambition, 
and rid him of the notion that work is 
drudgery, and that with such removed work 
becomes a pleasure, and the day is too 
short for the accomplishment of what one 
desires, and that in such a frame of mind 
there can be but one ultimate result, viz.: 
marked success. 


needed, 











Pennsylvania 


VER forty per cent 


have matured. 








Provident Mutual 


Life Insurance Company of Philadelphia 





Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company to their friends. 


E- SPECIALLY valuable to the agents of the Provident Mutual 
“j is the active good will of those whose Old Age Endowments 


Founded 1865 


the new business of the 

















A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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How Debtor Merchant 
Can Use Insurance 


MAY PROVE HEART OF CREDIT 





Strain of Death of Partner May Be 
More than Even Prosperous Busi- 
ness can Survive 





Ways in which life insurance may be 
used to advantage by the debtor mer- 
chant are the subject of an article by 
George A. Goodridge of the Penn Mu- 
tual Life, in “Credit Monthly.” Some oi 
his points follow: 

“Someone has said that ‘a two-edged 
sword hangs by a hair over every busi- 
ness. Its fall may severely wound or 
actually kill the business. Business part- 
ners, like other men, often go without 
warning on the long journey, not to re- 
turn. Death is the sword and either of 
its sharp edges can give a mortal wound. 
One edge cuts to the heart of credit, at 
the bank or wherever credit is given or 
asked; the other edge attacks the firm's 
resources, as when the dead man’s inter- 
ests must be bought from his widow. 

“Although the firm was forty years 
old when C. C. Minzesheimer died and 
his interest was withdrawn, the surviving 
partners couldn’t stand the strain. But 
when C. J. Seiter, of Seiter and Higgins, 
suddenly died, his firm received prompt 
payment of his $100,000. 

In 1904, in a small Connecticut city, 
two friends—a machinist and a grocer’s 
clerk—entered into partnership to con- 
duct a grocery. The machinist had a 
little money and was methodical; the 
grocers clerk knew his business. <A 
first-class combination; the partnership 
had reason to look forward to success. 
They enjoyed success for nearly tea 
years. Then the partner who knew the 
grocery business unexpectedly died from 
an accident. For ten years each partner 
had drawn a weekly salary of $40, and 
every six months they had divided the 
unapportioned profits. Their annual 
earnings during this period averaged 
close to $3,000 apiece. 

‘The widow of the deceased partner, 
after a period of three weeks’ waiting, 
asked the surviving partner why she had 
not received the usual weekly $40. The 
distracted partner had tried to get up 
courage to approach the widow, to ex- 


New General Agent 
In San Francisco 


ALLEN FISKE GETS NEW POST 





Leaves Estes & Fiske of St. Louis to 
Go With Connecticut General 
Life 





Allen Fiske, formerly of the firm of 
Estes & Fiske, general agents of the 
Aetna Life at St. Louis, has just been 
apponited general agent for the Con- 
necticut General at San Francisco. 

Mr. Fiske is about thirty-eight years 
old and during his time as associate 
general agent, the business of the com- 
pany in St. Louis has shown the most 
remarxable increase in its history. His 
first experience was with the Mutual 
Life San Francisco general agency as 
a soliciting agent. He then became 
assistant to the Aetna Life general agent 
in the same city, followed by a similar 
position with the late Irwin J. Muma, 
general agent of the Aetna Life at Los 
Angeles. 

Mr. Fiske has been with the Aetna 
Life in*St. Louis since the early part of 
1923. In March of that year, which month 
the company designated as Bushnell 
Month in honor of Vice-president Frank 
Bushnell, Mr. Fiske went out as a per- 
sonal producer-and sold $800,000 of busi- 
ness which made him the leader of the 
company for the campaign. He is con- 
sidered an authority on the inheritance 
tax and is well-known throughout the 
country for his lectures on life insurance 
salesmanship. Mr. Fiske has been 
anxious for some time to get back to 
California. 


GETS. BIG START FOR RECORD 

Raymond L. Korndorfer, connected 
with the 149 Street office of Hart & 
Euban<, Aetna Life general agents in 
New York, reports 208 applications in 
the first seven days of his drive to secure 
the world’s championship for the largest 
number of applications in a month. 





PRESIDENT JOHNSON DIES 

H. W. Johnson, president of the Cen- 
tral Life of Hlinois, died suddenly last 
Saturday from heart disease. He had 





Life Insurance Account 


just returned from an agency trip. 


Life of Robert H. White, insured for benefit of Greene, Browne &. White 


Pol. No. xyz. 


Date issued, March 15, 1925. 


Premium payable March 1. 


Plan, Ord. Life. Amount $50,000. Age 30. Amt. Prem. $1,142.50. 


End Inventory Cr. 
of (or cash) Dr. Increase in Balance 
year Value premium Dividend Cash value Total Dr. 
1925 $1142.50 $1142.50 
: 1142.50 $249.50 2035.50 

1926 (2285.00) 

$1622.50 1142.50 258.00 $1622.50 $2130.50 1297.30 
1927 (3427.50) (503.00) 

2196.00 1142.50 268.50 573.50 2972.50 1597.50 
1928 (4570.00) (776.50) (2196.00) 

2786.50 1142.50 279.00 590.00 3841.50 1871.93 
1929 (5712.50) (1055.50) 2786.00) 
1930 
etc. 





Plain why he could not continue to pay 
It. Several attempts to bring about an 
understanding failed, although the widow 
was shown that the surviving partner had 
taken on the load of two men, giving 
more responsibility to the chief clerk 
Whose pay was increased from $25 to $35 
a week. The widow gave her claim to a 
shrewd lawyer, who took steps to force 
settlement. The chief clerk looked after 
his Own interest. Seeing the surviving 
partner driven to distraction by worry 
and impending losses, he opened a store 
nearby and soon had attracted consider- 
ably more than half of the patronage of 
S former employer. In less than two 
years, the surviving partner had returned 
bad his work in the machine-shop and the 
ew was clerk in the store of the 
‘otiner chief clerk, A sad case, but not 
4 rare one.” 
usiness insurance appeals because it 
Sacash asset, One need not wait until 


death comes to claim its benefits. Thou- 
sands of businesses were saved in the 
last panic through their ability to bor- 
row from life insurance companies mit- 
lions ef dollars when money couldn't be 
had elsewhere. Here is an outline of 
an “emergency fund”: 

Three separate policies, of Ordinary 
Life Type, $.0,000 each. Ages of in- 
sured, 40, 35 and 30 years. 

After 3rd year’s deposit, this fund 
amounts to $6,053.00. 

After 5th year’s deposit, this fund 
amounts to $10,371.50. 

After 10th year’s deposit, this fund 
amounts to $22,165.50. 

After 15th year’s deposit, this fund 
amounts to $35,264.50. 

After 20th year’s deposit, this fund 
amounts to $49,403.50. 

This emergency fund increases cach 
year, until the death of one of the part- 
ners, 


HUFF HONORED AT LUNCHEON 





Marks Start of $3,000,000 Drive to Cele- 
brate His Tenth Anniversary 
With Travelers 
A luncheon was tendered to Perez 
Huff, general agent for the Travelers 
in New York, at the Hotel Roosevelt on 
April 1 by Arthur W. Stebbins, president 
of Arthur W. Stebbins & Company, Inc., 
and was attended by sixty agents and 
friends of Mr. Huff. This luncheon 
marked the start of a drive for business 
during April in honor of Mr. Huff's 
tenth anniversary with the Travelers, 
which is on May 2. Three million dol- 
lars of business is the goal set, one 
million of which was presented to him at 
that time. Mr. Stebbins was one of 
Mr. Huff's first agents and initiated this 
drive as one way of showing him appre- 

ciation. 





RICHMOND’S GOOD BUSINESS 

In the testimonial drive, in honor of 
the anniversary of Judge William A. 
Day as president of the Equitable Life 
Assurance Society, the Richmond office 
of the company in charge of E. Mulford 
Crutchfield set $1,000,000 as its goal. The 


FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 











campaign was launched April 1, and in 
the first three days the Richmond office 
wrote 170 applications for a total of ap- 
proximately $600,000 of business. 











HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 





The 65th Annual Report shows: 
Premiums received dur- 

ing the year 1924..... $8,003,453 
Payments to Policyhold- 


ers and their Benefi- 
ciaries in Death 





Claims, Endowments, 
Dividends, etc........ 6,321,524 
Increase in Asscts...... 2,801,996 


Actual Mortality 62.4% 
of the. amount ex- 


pected. 
Insurance in Force..... 260,530,414 
Admitted Assets...... .. 51,457,218 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 


256 Broadway New York 


























Low Cost 


GEO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, S-erctary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


NEW : THROUGH 
ORDINARY _ vee an ITS OWN 
POLICIES ttractive and Novel Features AGENCY 


Which, with especialy favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. HEPPENHEIME 


HOME OFFICE, JERSEY CITY, N. J. 


STAFF ONLY 


‘R, President 
CHAS. F. NE*TLESHIP, 2nd Vics-President 
S. R. DROWN, Asst. Scc'y and Asst. Treasurer 











reputation for stability and fulr dealing. 


thelr business, 


Interest of all Its polleyholders. 
JOUN BARKER, Vice President 


Incorgorated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD. MASS. 
FREDERIC H. RHODES, President 
ahis Company has always pursued those polietes in the conduct of its business that have given it a high 


Tlas always rendered the highest grade of service to Its polleyholders. 
Has always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its polley contracts give to each individual insurer full protection, safeguarding, at the same time, the 


RONERT It. DAVENPORT, Secretary 




















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 














SUCCESSFUL 


DES MOINES, [OWA 





PAVING THE WAY TO 


Strong, Convincing Letters—Extra Dividend Checks. 
Radio Maps and Programs—Birthday Cards. 


These are a few of the aids which the Bankers Life Company is 
constantly supplying to the salesman to beat down resistance, insure 
friendly consideration and make the “sale” easier. 


BANKERS LIFE COMPANY 


INTERVIEWS 


GEORGE KUHNS, President 
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THE EASTERN 
UNDERWRITER 





This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 86 
Fulton Street, New York City. 


President and Editor; 


Clarence 

oe Bs 
Hadley, Secretary and Business Manager; 
Edwin N, Associate 
Jerome Philp, Associate Editor. 


Axman, 


Editor; 
The ad- 
dress of the officers is the office of this 
Telephone Beek- 


Eager, 


newspaper. number: 


man 2076. 


Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
of Canada $1.50 for 


postage should be added. 


countries outside 


Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





A GREAT MAN IN FIRE INSURANCE 

What constitutes a great man? Does 
it mean preeminence in statesmanship, 
or wealth, in scientific achievement, in 
invention, in furthering the humanities, 
in exploration, in masterful direction of 
It may mean 
any or all of those things. Sometimes 
the members of this exclusive fraternity 
of the great have their every movement 
chronicled, their names familiar to the 
millions. Others are eminent in a 
limited sphere but are great neverthe- 


huge business enterprises? 


less. 

Measured by many standards, William 
Street, New York City, is the business 
home of a great His name is 
Elbridge G. Snow, sometimes called 
“The Grand Old Man of Fire Insurance. 
On April 6 Mr. Snow was re-elected 
president of the Home Insurance Com- 
pany. 

In point of years Mr. Snow is the 
oldest fire insurance president and he 
has been president of the Home since 
1903. A New England man by birth he 
spent his entire career in the insurance 
business, starting as a clerk in 1862. The 
continual re-elections of Mr. Snow as 
president of the Home especially after 
his eightieth birthday are a source of 
considerable satisfaction to a great many 
people, throwing a most pleasing light on 


man. 


the methods of big business. 

Mr. Snow long ago reached the top 
without climbing over others ruthlessly, 
and he has held with distinction to him- 
self, with credit to his company and to 
the entire business, his high position, 
despite the fact that he is a gentle spirit 
Popular 
novelists are in the habit of depicting 
heads of large American enterprises as 
hard and sometimes cruel, 
especially in their relations with associ- 
ates and subordinates. The career and 
continuous success of Mr. Snow show 
that the novelists sometimes paint in- 
accurately. 


and a most lovable person. 


dominant, 


There. are.a number of other reasons 


for the great popularity of E. G. Snow 
and one of his principal traits has been 
his accessibility, his big-hearted sym- 
pathy which has led to his office many 
people, frequently from outside his own 
organization, who have given him their 
confidence and asked him for advice 
which he has always been glad to give 
freely. While extending sympathy, he 
has always spoken frankly and in those 
cases where people have left his office 
with the information that their troubles 
were largely of their own making the 
diagnosis of the veteran president has 
been as logical as it has been pertinent 
and frequently has resulted in people 
changing their methods and practices, 
correcting their defects and starting all 
over again on a new track. 


A glance at Mr. Snow’s affiliations 
outside of insurance and banking will 
illustrate the diversified interests of this 
executive. They include directorates in 
or membership in the Metropolitan 
Museum of Art, the American Museum 
of Natural History, the National Muni- 
ipal League, the Civil Service Reform 
Association, the Municipal Art Society, 
the New York Botanical Gardens, the 
National Civic Federation, the American 
National Red Cross, the American Hu- 
mane Society, the American Society for 
the Prevention of Cruelty to Animals, 
New York Academy of Sciences, New 
York Zoological Society, New York 
State Musical Association, Association 
for the Protection of the Adirondacks, 
the Academy of Political Science, Ameri- 
can Geographical Society, National 
Geographical Society, the New England 
Society, the Order of Founders and 
Patriots of America and the Society of 
Mayflower Decendents. 


Could anything be more characteris- 
tic of a personality than this list, and is 
there any man in America who can 
match it? 


On his attractive social side Mr. Snow 
belongs to a very large number of clubs, 
including such organizations as_ the 
Union League and the Lotus, the Auto- 
mobile Club of America, the Aero and 
the Economic; and several golf, yacht 
and country clubs. 


Mr. Snow’s greatest business achieve- 
ment has been his masterful direction 
of the Home Insurance Company and 
its affiliated companies. Their assets 
top a hundred million dollars; the 
premium receipts last year reached 
more than fifty millions. The trustee- 
ship has been faultless. 


The assets of the group follow: 


Home, $84,980,279; Franklin, $9,060,788 ; 
City of New York, $4,509,903; Carolina, 
$1,273,235; Harmonia, $644,633. 


The premiums for 1924 were: Home, 
$46,596,815; Franklin, $3,928,609; City of 
New York $2,517,584; Carolina, $177,441 ; 
Harmonia, $89,599. 


Since Mr. Snow was elected president 
of the Home the assets in round figures 
at the end of five year periods follow: 
1903 (when Mr. Snow became 


WPRIOERUD © ivieiiscinaske se $17,000,000 

RONG cos iuwiosnasicn booed eee $24,000,000 
W013) choca eNa heehee ee $33,000,000 
MOIS. nwa ah snheaskosearaceees $49,000,000 
PRES i inikioevn ko ataiee neeeee eee $82,454,768 


Mr. Snow is 8&4 years old. 














The Human Side of Insurance 














E. G. SNOW 


E. G. Snow, who was re-elected presi- 
dent of the Home Insurance Co., this 
weck, is generally regarded as “the best 
liked man downtown in New York.” 
Editorial comments on his personality 
will be found elsewhere on this page. 


* * *€ 


T. Louis Hansen, vice-president of the 
Guardian Life and head of the agency 
organization of the company, is being 
honored this month by having the en- 
tire agency force celebrate his fiftieth 
birthday by a business production cam- 
paign. 

* * * 


William Green, a well-known opera 
singer, formerly with the San Carlo and 
other organizations, is now selling in- 
surance for the Alfred Holzman agency 
of the Equitable Life Assurance So- 
ciety at Chicago. 


*_ * * 


Miss Helen Nugent, who has been as- 
sisting Charles J. Zimmerman in_ his 
work as executive secretary of the New 
York Life Underwriters Association, is 
now convalescing at St. Mary’s Hospital 
after a successful operation for appen- 
dicitis. She expects to be home by 
Easter Sunday. Miss Nugent has been 
with the association for the past three 
years. 

* * * 


Fred W. Lawson, former United States 
manager of the London Guarantee & 
Accident, is in France and will return 
to the United States late in the summer. 
He left this country in August, 1924, and 
visited South Africa. From there he 
sailed for the continent. 


, 





Says W. B. Burchell 











An engineer of the National Board one 
time was asked if he did not believe that 
matches should be kept in a box away 
from the stove or wherever they were 
used, and he said, “By no means. They 
should be kept in a box easily within 
reach of the stove, where they are used, 
because if a woman has to take four or 
five steps she will take three or four 
matches to make sure she has enough 
to start a fire. Those left over will be 
put down somewhere. If she can reach 
the matches without stepping away, she 
will use one at a time and there will be 
no matches lying around.” 


Leo F. Fitzpatrick, vice-president and 
general manager of the Kenny Agency 
of New York, started his insurance 
career in his father’s real estate and 
insurance office in Boston, Mass., in 
1909. Prior to this he attended George- 
town University for two years, gradu- 
ating from Fordham University with an 
A. B. degree. He was captain of the 
Georgetown football eleven in his sopho- 
more year and was also captain of Ford- 
hain’s football team in his senior year. 
After a short period with his father he 
became a solicitor for the United States 
Fidelity & Guaranty, later becoming 
head of that company’s automobile de- 
partment. He was then placed in charge 
of the department of the U. S. F. & G. 
and the Maryland Motor Car Co., the 
two companies issuing together the com- 
bination automobile policy, this being the 
first combination to write this policy in 
the United States. In 1914 Mr. Fitz- 
patrick went to the home office of the 
Maryland Motor Car Co., at Baltimore, 
as underwriting manager. Subsequently 
he was made vice-president and then 
secretary as well of this company. In 
1921 he joined the Kenny Agency as 
vice-president and general manager. He 
belongs to the Bankers Club and others 
and is well known throughout the in- 
surance district. 


* * © 


President Arthur F. Hall, of the Lin- 
coln National Life, is back at his desk 
after a two-month vacation in Florida, 
Cuba and a cruise touching the West 
Indies. While away, Mr. Hall kept his 
home office posted on_ his interesting 
personal experiences by a letter written 
to his little daughter which was re- 
produced in the company’s pages. One 
of his most vivid descriptions was of 
the banana industry of Cuba. 


*« * * 


W. Russell Cole, who has been ap- 
pointed manager of the Pacific Depart- 
ment of the National Union, was at one 
time city editor of the San Francisco 
“Call.” He managed several political 
campaigns for Hiram W. Johnson and 
got into the insurance business. At the 
time of his appointment by the National 


Union he was a general insurance 
broker. 


* * * 


W. G. Kress, of Conkling, Price & 
Webb, Chicago general agents, and 
James S. Bayless, of the Chicago exec- 
utive office, of the Fidelity & Deposit, 
have written a million-dollar lenders’ 
bond covering the erection of a new Neil 
House in Columbus, Ohio, that carried 
with it a premium of $60,000. The old 
Neil House, which this new hotel sup- 
plants, is the most famous hostelry in 
Ohio and one of the best known in the 
country. 

* * & 


Walter C. Hill, vice-president of the 
Retail Credit Company of Atlanta, has 
returned from Mexico. Among his ex- 
periences he saw a bull fight and wrote 
a story about the event for the “At- 
lanta Journal” which took up a page in 
the “Journal” and contained three illus- 
trations. 

* * * 


Dr. A. J. Fox has completed thirty-five 
years with the medical department of tlre 
Equitable Life Assurance Society. Dur- 
ing practically all of that time he has 
been connected with the city examiner's 
division at the home office. 


* * * 


Joaquin Villaon, agent at Cienfuegos, 
Havana, of the Fidelity & Deposit, has 
resigned to devote his time to the man- 
agement of a sugar plantation. 
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FIRE INSURANCE | 





N. Y. Court Of Appeals 
Decides Russian Cases 


SIGNIFICANCE OF THE DECISIONS 





First Russian Wins; But Two Other 
Russian Companies Will Have 
$18,000,000 Tied Up 








In discussing the three decisions 
reported below, an observer who 
has been closely watching the 
cases said to The Eastern Under- 
writer: 

“While the courts decide one of 
the Russian cases that the com- 
pany is entitled to the money and 
the other two that they are not, in 
the case of the First Russian Com- 
pany it is understood the state had 
agreed before litigation to release 
part of its assets. The effect of 
the two adverse decisions, how- 
ever, will be to tie up about $18,- 
000,000 in assets of various com- 
panies on deposit in this state, 
which the banks will have the use 
of until rightful ownership is 
established. The courts evidently 
hold that they will not take the 
chance of paying over the money 
to the present parties with a 
chance that if Soviet Russia be 
recognized they might have to pay 
them out again or the state and 
the trustee be liable.” 











The New York Court of Appeals, on 

April 7th, handed down decisions in the 
three Russian insurance company cases 
pending before it. 
_iIn the case of the First Russian In- 
surance Co., respondent, against Super- 
intendent Beha, the judgment of the 
lower court is affirmed without costs 
memorandum by the court. Pound, J., 
dissents in opinion; McLaughlin, and 
Andrews, J. J., not sitting. 

W. O. Howard, Justice of the Su- 
preme Court, on May 20, 1924, entered 
judgment directing the defendant (the 
Superintendent of Insurance) to forth- 
with deliver to the plaintiff, Paul E. 
Rasor, or his order, $150,000 par value 
4% corporate stock of the City of New 
York, which had been deposited with 
the Superintendent of Insurance in ac- 
cordance with the provisions of the In- 
surance Law as security by the First 
Russian Insurance Co. The Appellate 
Division affirmed the judgment of Justice 
Howard, and the Court of Appeals has 
now sustained both the lower courts. 
In the First Russian case the state 
failed to interpose as vigorous objection 
to the money held as security being 
turned over as in later cases. 

In the case of the Russian Reinsur- 
ance Co. and Paul E. Rasor, respondents, 
against Francis R. Stoddard, Jr., as state 
superintendent of insurance and _ the 
Bankers Trust Co., appellant, the judg- 
ment of the special term held in effect 
that the securities on deposit could not 
be turned over unless the Soviet gov- 
ernment were recognized. The judg- 
ment of the Appellate Division reversed 
that of the special term and the Court 
of Appeals this week, in an exhaustive 
opinion, has reversed the Appellate Di- 
vision which in effect affirms the judg- 
ment. of the special term. The effect 
of this opinion is that the money must 
continue to be held by the state and 
the Bankers Trust Co. until such later 
ate as absolute responsibility for its 
Ownership is established. 

. Pinion by Lehman, J. Crane dissents 
i opinion; McLaughlin and Andrews 
not sitting. 

Extract From Opinion 


The concluding remarks of the opinion 


read: “The corporation is deprived of 
no substantial right or benefit if our 
courts refuse to entertain jurisdiction of 
an action brought by it until the time 
comes when a government which recog- 
nizes rules the country of plaintiff’s cor- 
porate domicile, or at least until the 
plaintiff corporation is able to re-estab- 
lish its existence in that domicile, and 
the machinery provided by its charter 
for the management of its affairs is 
again functioning. If it is urged that 
by so doing we may enable the Soviet 
Government in case of recognition by 
the State Department to assert here an 
unjust claim based upon confiscation, 
the answer is that the responsibility 
rests upon that branch of our govern- 
ment to determine in the first instance 
whether and upon what terms the Soviet 
Government should hereafter be recog- 
nized and the courts will then deter- 
mine, subject to any rights granted by 
treaty, whether they will enforce any 
claim asserted by the government. 

“To the extent that until that time the 
courts should not take jurisdiction of this 
equitable cause of action, both justice 
and common sense require us to give 
effect to the conditions existing in Rus- 
sia, though those conditions are created 
by a force which we are not ready to 
acknowledge as entitled to recognition 
as a state or government.” ie 

“Judgment of the Appellate Division 
should be reversed and the judgment of 
special term affirmed, without costs in 
all courts.” 


The Andre Case 


In the case of Andre, appellant, against 
Beha. Originally Andre sued the su- 
perintendent of insurance and the 
Bankers Trust Co. to recover $884,000 
securities which had been deposited for 
protection of policyholders of the North- 
ern Insurance Co. of Moscow, Russia. 
The action was brought by Nicholas 
Andre as a stockholder on behalf of 
himself and all other stockholders. 
Andre owned 87 shares of stock. There 
were 12,000 shares in all. He sought to 
recover the entire assets in this state. 
The lower court gave judgment for the 
plaintiff directing the superintendent 
and trustee to turn the amount over to 
him. Judge Manning, in the Appellate 
Division, second department, Brooklyn, 
reversed this opinion in the course of 
which he said: “These laws require that 
the very cash and_ securities which 
Andre now seeks should be deposited 
here as a protection to the creditors and 
policyholders, and these deposits are 
now here safely on deposit ‘in accord- 
ance with the law. To let them be taken 
out by the plaintiff without any security 
or protection to the owners of the prop- 
erty, whether they be policyholders or 
creditors or stockholders, would seem 
to be a travesty on justice.” This judg- 
ment was affirmed this week by the 
court of appeals with costs, memoran- 
dum per curian, Crane, J., dissents, An- 
drews, J., not voting. 





Special Agent Desires Connection 


The advertiser, having a background of twenty years’ 
experience in the fire insurance business —as office 
boy, then rate checker, endorsement clerk, loss depart- 
ment, New York City counter man, then as special 
agent in New York State field—wants a connection 
with a live company as field man. Record will stand 
investigation. Interested companies address 


Box 1020 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York 








Court On Rights Of 
Directors Now In Paris 


CAN THEY IGNORE THE SOVIET? 





Some Interesting Points Brought Out 
In Decision of Court of Appeals 
At Albany This Week 





The New York Court of Appeals, in 
the decision discussed elsewhere in the 
case of the Russian Reinsurance Co. 
and Paul E. Rason vs. Francis R. Stod- 
dard, Jr., formerly superintendent of 
insurance, makes some interesting state- 
ments about the Soviet government, 
about the State Department and about 
directors of Russian companies who are 
running the companies from Paris. The 
decision in part follows: 

“Since March, 1917, no meeting of its 
stockholders have been held. The terms 
for which the various directors were 
elected have expired and no election 
been held since that time. Although the 
Charter provides that the seat or place 
of residence of the Board of Directors 
is at St. Petersburg or Petrograd, seven 
of the eight persons who were acting 
as directors when the Soviet Republic 
was established have been compelled to 
leave Russia and have held meetings in 
Paris. Although the Charter provided 
that the management of the company’s 
business is entrusted to the Board of 
Administration, and the general meeting 
of shareholders, no such general meet- 
ing has been or could be held. c 
Since the Soviet Republic was estab- 
lished the directors have been compelled 
to assume the sole management of the 
affairs of the corporation without direc- 
tion or restriction emanating from a 
general meeting of shareholders. It 
has not even been possible to subject 
its acts to supervision or examination 
by the Revisions Committee created by 
the Charter for that purpose. 


The Right To Revoke Deed Of Trust 


“Do __ these facts establish that the 
plaintiff has no right to revoke the deed 
of trust and to receive the property 
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after such trust has been terminated, or 
that the directors have no longer au- 
thority to represent the plaintiff? Per- 
haps not, but they do throw doubt upon 
both propositions, and before we pass 
upon them we must determine whether 
assumption or jurisdiction by our courts 
to determine these questions would 
be in accordance with our pub- 
lic policy. There is evidence, even 
though contradicted, which is suffi- 
cient to sustain findings that un- 
der the plaintiff's charter and the Rus- 
sian law the plaintiff corporation may 
hold its directors’ meeting in Paris and 
that each director continues in office 
until his successor is elected. Greater 
difficulties are presented by the question 
of whether the directors of a corpora- 
tion still have power to represent the 
corporation when for a long period con- 
ditions have made it impossible for the 
corporation to function in its domicile 
or to hold meetings of shareholders who 
have the final right to determine all the 
details of the corporate affairs and to 
give directions to the board of directors. 
The directors are merely the agents of 
the corporation, and when circumstances 
have changed to such extent the condi- 
tions under which that agency was to be 
exercised and have rendered inoperative 
the checks and limitations provided in 
the Charter, have made impossible the 
revocation of the agency or the substi- 
tution of new agents, we may question 
whether that agency continues in full 
force and vigor after the lapse of years. 

“No answer to this question may be 
found in precedents, for until recently 
the conditions which give rise to the 
question had never arisen. Doubtless 
our decision in James & Co. v. Second 
Russian Insurance Co. (supra) that the 
existence of the corporation has not 
been terminated carries with it some im- 
plication that for certain purposes at 
least the authority of the directors con- 
tinues. Perhaps a corporation with suf- 
ficient vitality to appear in court must 
have officers or agents who may act for 
it in the assertion or defense of its 
rights; yet even though we should as- 
sume that the authority of the agent to 
defend the corporation from attack, to 
preserve its property and to ask the 
courts to redress. wrongs committed 
against it continues, it does not follow 
that the general authority of the agent 
also continues in full force. 


Soviet Recognition By Other Nations 


“We have not in’ this connection 
stressed the effect of the decrees of the 
Soviet Republic, except insofar as they 
have been actually enforced in the ter- 
ritory of Russia. The findings which 
have been unanimously affirmed state 
that the Soviet Regime ‘claiming to be 
the government of Russia, purported to 
take governmental action, liquidating all 
insurance companies, confiscating their 
available property and nationalizing the 
business of insurance in Russia.’ Though 
our courts give to this ‘purported gov- 
€rnmental action’ no extra-territorial ef- 
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fect, yet the so-called Soviet Regime, 
according to the findings, has been rec- 
ognized by many other countries, includ- 
ing Great Britain, France, Italy and 
Germany. These countries, having ad- 
mitted the Soviet Republic to their 
comity, will determine for themselves 
how far this comity should lead them 
in opening the doors of their courts to 
the Soviet Republic for the purpose ol 
enforcing its decrees; but a total disre- 
gard of its laws and decrees as if they 
non-existent, a failure to recog- 
nize them as having the full force of 
law within Russia, would be without 
precedent and would constitute a nega- 
t'on of the full recognition these nations 
have extended to the Soviet Republic. 

“The directors who attempt to act for 
the plaintiff corporation have held their 
meetings within France. In France the 
lawful government of the country of the 
plaintiffs’ domicile is the Soviet Repub- 
lic. and its decrees are in full sense the 
laws of the country it rules. Under 
such laws the corporat:on is nationalized, 
it may not continue to do business, its 
directors are no longer its agents. 

“The situation is not only without 
precedent but anomalous. In its domi- 
cile the corporation cannot function, the 
government of the place where its di- 
rectors sit has recognized as sovereign 
the government of the country of 
the corporate domicile which has 
issued a decree which either termi- 
nates the existence of the corporation 
or at least has terminated the right of 
directors or sharcholders to act for the 
corporation. Though we might say that 
for us these decrees are not the law 
even of the country which the Sovict 
government rules, yet they are enforced 
as the law in that country and recog- 
nized as the law of that country by 
other great nations. The right of the 
drectors to represent the corporation, 
even the existence of that corporation, 
must be determined in accordance with 
the law of Russia. For it the law. of 
Russia, in its strict sense, may still be 


were 


the law as it existed when the czar 
rules; for other nations the law of Rus- 
sia is the law sanctioned by the Soviet 
Republic. Our view of what is the law 
of Russia rest upon a juridical concep- 
tion not always in consonance with 
fact; in other nations recognition has 
brought juridical conceptions and facts 
into harmony. Do these juridical con- 
ceptions require us to hold that the law 
of Russia has remained unchanged since 
December, 1917; that the Soviet Repub- 
lic does not exist and therefore cannot 
act; that the plaintiff corporation still 
lives and is domiciled in Russia and is 
under the management of its former di- 
rectors; though we know that its prop- 
erty in Russia has been sequestrated, its 
directors driven into exile, its business 
monopolized by an agency which en- 
forces its decrees as if it were a govern- 
ment and is recognized as a government 
by most of the countries of Europe? 
Question Of Authority 

“Shall we recognize the right of the 
corporate directors to revoke the deed 
of trust and to receive property de- 
pos.ted thereunder though their author 
ity is no longer recognized in the country 


of the corporate domicile, or in the 
country where the directors reside; 
though they might probably urge the 


non-existence of the corporation as a 
defense to any action brought by policy 
holders, creditors or stockholders in any 
form which gives effect to the decree of 
nationalization made by the Soviet Re- 
public; and t\e corporation will be im- 
mune from gvit here after it withdraws 
from this jurisdiction? If the logical 
application of juridical conceptions leads 
to this result, then we should consider 
its practical consequences to determine 
whether we have not been carried be- 
yond the ‘self-imposed limits of common 
sense and fairness.’ 

“We give or deny the effect of law 
to decrees or acts of a foreign govern- 
mental establishment in accordance with 
our own public policy; we open or close 
our courts to foreign corporations ac 
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cording to our public policy, and in de- 
termining our public policy in these mat- 
ters common sense and justice must be 
the consideration. ‘ 

Court’s Conclusion 

“Our inability to protect by our judg- 
ment, this defendant, against a second 
recovery upon the same cause of action, 
presents a strong consideration against 
assuming jurisdiction of this action. 
(Mahr vs. Norwich Union Fire Insur- 
ance Co. 127 N. Y. 452.) 

“The corporation is deprived of no 
substantial right or benefit if our courts 
refuse to entertain jurisdiction of an 
action brought by it until the time comes 
when a government which we recognize 
rules the country ef plaintiff's corporate 
domicile, or at least until the plaintiff 
corporation is able to re-establish its 
existence in that domicile, and the ma- 
chinery provided by its charter for the 
management of its affairs is again func- 
tioning. If it is urged that by so doing 
we may enable the Soviet Government 
in case of recognition by the State De- 
partment to assert here an unjust claim 
based upon confiscation, the answer is 
that the responsibility rests upon that 
branch of our government to determine 
in the first instance whether and upon 
what terms the Soviet Government 
should hereafter be recognized and the 
courts will then determine, subject to 
any rights granted by treaty, whether 
they will enforce any claim asserted by 
that government. : 


“To the extent that until that time the 
courts should not take jurisdiction of 
this equitable cause of action, both 
justice and common sense require us 
to give effect to the conditions existing 
in Russia, though those conditions are 
created by a force which we are not 
ready to acknowledge as entitled to 
recognition as a state or government.” 


Phoenix of London Opens 
World Wide Binding Office 


The Phoenix of London has estab- 
lished at its United States branch office 
in this city a binding office for foreign 
business placed by American brokers, 
and having facilities for handling risks 
and issuing binders on lines located in 
any part of the world. C. S. Barrett 
will be in charge of this office. 








Beha Scores Certain Practices 
Of Public Adjusters in N. Y. 


That the ethics of public fire insurance 
adjusters in New York City are not up 
to the mark was the outspoken opinion 
of Superintendent of Insurance James 
A. Beha at a general meeting of public 
adjusters held Tuesday at the New 
York Board of Fire Underwriters. Mr. 
Beha declared there were evils connected 
with the business which would have to 
cease, among these undesirable practices 
being night work. He said he would not 
henceforth license public adjusters who 
continued to maintain night crews. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities... 8,536,871.80 
Net Surplus. ... 3,586,660.11 





Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 





Henry M. Gratz, President 
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Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 3,213,098.14 


Net Surplus.... 1,260,934.06 





Assets ........$5,474,032.20 


Policyholders’ Surplus 
$2,260,934.06 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Wa:te Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


THE 
MECHANICS 
INSURANCE Co. 
of Philadelphia 
Organized 1854 


Statement January 1, 1925 


ASSETS AND LIABILITIES 
Capital .......$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
allother liabilities | 2,575,127.95 


Net: Surplus. ... 1,000,362.98 





Assets ........$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 











H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, Secretary 
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National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. . 


Net Surplus... . 


3,751,385.75 
501,427.56 





Assets ....... .$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 
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NOT A NOTICE TO COMPANY 





State Supreme Court Decision in Case 
Where There Is No Warranty 
Against Mortgagee 


The knowledge of the insurance com- 
pany’s agent who took the application 
for an automobile fire insurance policy 
that he personally had a mortgage on the 
car has been held not a notice to the 
insurance company (Spivy-Johnson Por- 
trait Co. v. Belt Automobile Indemnity 
Assn., Alabama Supreme Court, 99 So. 
80), and such knowledge by the agent 
does not constitute waiver of the war- 
ranty against mortgages. 

The Alabama court cited the case of 
Riverside Development Co. v. Hartford 
Fire Insurance Co., 105 Miss. 184, 62 So. 
169, in which it was held that an insur- 
ance agent authorized to issue policies 
cannot bind his principal by issuing a 
policy on property owned by him, or in 
which he has an interest adverse to that 
of his principal, and a tornado policy 
issued by the agent owned by a cor- 
poration of which he was a stockholder 
was held void, where the insurance com- 
pany had no knowledge of the agent’s 
interest in such corporation when the 
policy was issued. Fire insurance cases 
to the same effect are Salene v. Queen 
City Fire Insurance Co., 59 Oregon 297, 
116 Pac. 1114; Arispe Mercantile Co. v. 
Capital Ins. Co., 133 Iowa 272; Arispe 
Mercantile Co. v. Queen Ins. Co., 141 
Iowa 607; Wood v. Spring Garden Ins. 
Co., 215 Fed. 355; Shamokin Mfg. Co. v. 
German Fire Ins. Co., 39 Pa. Super. Ct. 
556. 

But the Alabama court holds that 
knowledge of the existence of the agent’s 
mortgage acquired by the insurance com- 
pany’s adjuster soon after the fire and 
communicated to the home office, fol- 
lowed by its telegram in response to a 
notice from a third party negotiating to 
purchase the agent’s interest in the pol- 
icy and the car, agreeing to pay the loss, 
was a waiver of the breach of warranty 
against incumbrances. 


WINS FIRE WASTE CONTEST 





Indianapolis Heads Class 1, With Spring- 
field, Mass., Second; New Britain 
An Honor City 


Indianapolis has been chosen grand 
winner in the National Fire Waste Con- 
test for 1924, conducted by the United 
States Chamber of Commerce and the 
National Fire Waste Council. The 
award was made at a meeting of the 
Council held in Washington at the Na- 
tional Chamber March 27, 1925. The 
contest was conducted in four classes, 
classification being made on a basis of 
population. Indianapolis is in Class 1, 
which contains cities of more than 100,- 
000 persons, and thus was winner, too, 
in its class. In this class Springfield, 
Mass., was second, and the following 
cities won honors in the order named: 
Portland, Ore.; Reading, Pa.; Milwau- 
kee and Oklahoma City. 

Winners in the other classes were as 
follows: 

Class Two—Winner, Fresno, Cal; sec- 
ond, Hoboken, N. J.; honor cities, Terre 
Haute, Ind; St. Joseph, Mo.; New Bri- 
tain, Conn.; Cedar Rapids, Iowa. 

Class Three—Winner, Findlay, Ohio; 
second, Battle Creek, Mich.; honors, 
Great Falls, Mont.; Dubuque, lowa; 
Clarksburg, W. Va.; Owensboro, Ky. 

Class Four—Winner, Albany, Ga.; 
second, Billings, Mont.; honors, El Reno, 
Okla.; Laconia, N. H.; Oceanside, Cal.; 
Duncan, Okla. 

An aggregate reduction of $4,000,000 
in the fire losses of 265 cities centered 
in the contest in 1924, compared with 
1923, was reported to the Council. These 
cities, with a total population of 10,000,- 
000, showed a reduction of 10.8 per cent., 
though the property losses for the en- 
tire country increased. Their per capita 


‘oss in 1924 was $3.10, compared with 


$3.86, the average for the preceding five 
years. 


AGENCY STARTS COMPANY 





The Men Behind New Southwestern 
Fire Of Fort Worth, Tex.; Kinds 
Of Insurance Written 


In discussing men behind the South- 
western Fire Insurance Company of Fort 
Worth, the authorized capital of which 
is $100,000, Best’s “Insurance News” says 
in part: 

“This company was organized by the 
Insurance Agency of Roberts & Rhea, 
of Fort Worth, Texas. The president 
of the company is Alex D. Rhea, who is 
a partner in the insurance agency of 
Roberts & Rhea, president of the First 
National Bank of Whitney, Texas, and 
vice-president fo the Rhea Mortgage 
Company. Cleaves Rhea, first vice- 
president of the company, is also a part- 
ner of Roberts & Rhea and president 
of the Rhea Mortgage Company, an au- 
tomobile finance corporation with a capi- 
tal and surplus of over $300,000. H. 
Herd, second vice-president is a director 
in Fort Worth National Bank and an at- 
torney and capitalist. Frank F. Roberts, 
secretary and treasurer, is also a partner 
in the insurance agency of Roberts & 
Rhea. Alex D. Rhea has operated an 
insurance agency in Whitney, Texas, for 
the past fifteen years. Frank F. Roberts 
has been in the local insurance agency 
business in Fort Worth for the past six 
years. 

“Roberts & Rhea are the general 
agents for the company and will have su- 
pervision of the underwriting and claims 
department. Although this agency will 
serve in the capacity of general agents, 
their commission will be that of a local 
agent. 

“The company was organized without 
any promotion expense. The entire 
capital and surplus was intact when the 
charter was granted—this is commend- 
able. 

Kinds of Insurance Written 


“For the present the company will 
write only fire and theft insurance on 
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SMITH SIGNS FIVE BILLS 





Two Allow Marine and Casualty Com- 
panies to Write Jewelry Risks; 
One on Investments 


The two Wheatley bills, Assembly 
Print No. 1891 and 1892, the one permit- 
ting casualty companies to insure pre- 
cious stones and metals and the other 
conferring similar privilege upon marine 
companies, were signed last week by 
Governor Smith as chapters 201 and 203, 
respectively. The writing of the jew- 
cller’s block policy by New York State 
companies will now be possible. 

The Governor also signed the Wheat- 
ley bill as chapter 202 of the laws of 
1925 (Assembly Print No. 1950), amend- 
ing §16 of the insurance law relative to 
investments of companies other than life. 
Jt is evident the insurance interests did 
not request the Governor to hold a hear- 
ing on this bill. 

The Wheatley bill, Print No. 1102, pro- 
viding for the transfer from the super- 
intendent-of insurance to the comtroller 
of money and securities in the hands of 
the superintendent derived from old re- 
ceiverships of defunct insurance com- 
panies, and appropriating $250 for adver- 
tising for claimants, was signed as chap- 
ter 225 of the laws of 1925, A similar 
measure is enacted each year. 

The Hewitt bill (Senate Print 1309) 
appropriating one million dollars for fire 
prevention and safety measures at cer- 
tain state hospitals and state charitable 
institutions, was signed as chapter 224. 
A similar appropriation was made last 
year to carry out a program suggested 
in a survey of state institutions con- 
ducted by the National Board of lire 
Underwriters. 

Thirteen other amendments to the in- 
surance law are in the hands of the 
Governor awaiting disposition. 








automobiles, although its charter per- 
mits fire, theft, collision, tornado and 
general fire business.” 
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Home Insurance Co. 
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In-sur-ance 





Did you ever stop to think how completely the 
word “insurance” defines its functions? “Sur” is 
the French for our word “sure” and the Latins 
called it “securus” for which the common meaning 
is assured, certain or secure. “In,” being a prefix 
may mean into and “ance” is a suffix meaning qual- 
ity or state. Put the three together and there you 
are, “In-sur-ance,” in a state of certainty or 
security. 
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To be ina state of certainty about the quality of 
insurance which is issued from your agency re- 
member that a policy in The Home of New York 
provides the protection of the Largest and Strong- 
est Fire Insurance Company in America. 
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Elbridge G. Snow, President 
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Model Film Law To 
Reduce Theater Fires 


——_—— 


FIELDMEN TOLD ADVANTAGES 





Motion Picture Executive Predicts 
Growth Of Non-theatrical Films; 
Suburban Club Meets 





The model film law, whose purpose is 
to limit the use of nitro-cellulose film 
to institutions properly equipped and li- 
censed to handle it, was discussed Mon- 
day at the Suburban New York Field 
Club luncheon meeting by Hickman 
Price, secretary pf the Motion Picture 
Producers and Distributors of America, 
Inc. Due to the rapid increase of mo- 
tion picture film fires, the National Fire 
Protection Association organized a com- 
mittee two years ago for full investiga- 
tion. More fires, it was found, were 
caused by the nitro-cellulose film, espe- 
cially when used in churches and 
schools with inadequate facilities. Mr. 
Price said that the past few years had 
seen a large demand for educational 
and religious films by these private in- 
stitutions which indicates to motion pic- 
ture executives that the future develop- 
ment of the business will be in non- 
theatrical lines. The use of the safety 
or slow-burning films is recommended, 
but is not widely used because it is 
brittle and does not stand up under 
heavy usage. 


Provisions Of the Law 

The control and regulation of nitro- 
cellulose film, provided in the model film 
law, will reduce motion picture fire loss 
almost to a minimum. Under this law 
people not licensed will not be allowed 
to use it. It will prevent holocaust. 
Churches, schools, lodges and clubs will 
be able to get films of a safety character 
without red tape. The law will promote 
the educational use of films. Such or- 
ganizations as the National Board of 
Fire Underwriters, N. F. P. A., and 
those of the fire chiefs and fire mar- 
shals of the country, give it their en- 
dorsement as they know it will reduce 
life and property hazards in the indus- 
try. Producers and distributors of non- 
theatrical film also favor it because they 
realize that safety measures are im- 
perative if their field is to expand to its 
proper proportions. The committee has 
made progress in submitting this bill 
through state fire marshals to their re- 
spective legislatures. 

Kansas has passed it, and New York, 
Pennsylvania, Connecticut, West Vir- 
ginia and North Carolina are expected 
to do so shortly. The only men op- 
posed to it, said Mr. Price, are those 
lacking in an understanding of its pur- 
poses or who are prejudiced. 

In the open discussion which followed 
Mr. Price’s talk, it was brought out that 
the nitro-cellulose film was subject to 
friction as a cause of fire, as well as the 
explosion hazard. No large films are 
let out by the distributors unless the 
user can show that safety conditions 
exist in the place it is to be used. 
Portable projectors should not be used 
by people who are without knowledge 
of their proper use. Mr. Price pre- 
dicted that the safety film would be used 
more extensively in the next five or ten 
vears. 

In the business meeting that followed 
the luncheon, A. H. Stevens, Hartford 
Fire, chairman of the entertainment 
committee, reported that it was unani- 
mously carried.to hold the annual out- 
ing and election of officers on June 1 
at Briarcliff Lodge. Golf, tennis, swim- 


ming and baseball games will be addi- 
tional features. 





PECK NOW A BROKER 
Louis H. F. Peck, last year’s president 
of the Suburban New York Field Club, 
has resigned as special agent for the 
Caledonian and has opened a brokerage 
office at 59 Pine Street, New York. 















Spring Fever 
VS. 
Spring Enthusiasm 


Spring influence usually does one of 
two things to people. Either it induces 


inertia or stimulates to enthusiastic 
activity. 


Those with the large, hopeful outlook 
are going to feel the thrill of Spring 
enthusiasm, and will take early advan- 


tage of the opportunities which the 
season presents. 


The energetic, progressive agent 
already feels the urge of the “get-out- 
and-go” spirit of activity. He is re- 
viewing his field studiously and con- 
necting with companies whose service 


and facilities will aid him considerably 
in his efforts. 


Norwich Union Policies and Service 
are Nationally Known 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 


Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


’ The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President H. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


OMPANIES 











Results Of Separation 
In One Western State 


ANALYSIS OF MICHIGAN DATA 





Bureau Companies Had Premium De- 
crease Of 1/10th Of 1%; Western 
Union Companies, 8 6/10th 





Now that there gaas been an oppor- 
tunity to study’the annual statements 
filed with the insurance departments 
fire insurance men in the West have 
been busy analyzing the returns with 
the aim of ascertaining how the Union 
and Bureau companies have fared since 
the separation war started. 

One of the Bureau companies has 
compiled returns from Michigan in two 
divisions, one giving the Union’s pre- 
miums for 1923 and 1924 and losses for 
1924; and the other, similar data of the 
Bureau companies, while a third group 
is the data of the non-affiliated com- 
panies. 

The recapitulation has given consid- 
erable satisfaction to the Bureau com- 
panies. The summary follows: Bureau 
companies—Total 1923 premiums, $4,238,- 
513; total 1924 premiums, $4,235,452. 
The losses incurred in 1924 were $2,503,- 
963. The Bureau companies had a de- 
crease in premium volume of $3,061. 
The loss ratio was 59.1%. 

_ The Union companies had a premium 
income in 1923 of $14,558,619; in 1924 
of $13,332,159. The 1923 losses were 
$8,723,839. The loss ratio was 65.4%. 
The decrease in premiums was $1,226,460. 

The non-affiliated companies, of which 
there are eleven in Michigan, had a 
premium income in 1923 of $772,274; in 
1924 of $694,881. The losses were $589,- 
005. The premium decrease, therefore, 
was $27,693. The loss ratio was 81.5%. 

The Bureau decrease in premiums was 
1/10 of 1%. The Western Union de- 
crease was 86/10%. The non-affiliated 
decrease was 3 8/10%. 

The returns from the other states in 
the West have not been analyzed yet, 
and it is not known whether similar per- 
centages have prevailed. Some of the 
Union people say that Michigan is a 


particularly good state for the Bureau 
people. 





N. Y. AGENTS’ MEETING 





Local Agents’ Association To Hold An- 
nual Convention In Syracuse On 
May 26 and 27 


The annual convention of the New 
York State Association of Local Agents 
will be held at the Hotel Syracuse, Syra- 
cuse, N. Y., Tuesday and Wednesday, 
May 26 and 27, with the annual ban- 
quet in the ballroom of the hotel on 
Tuesday evening. Ernest Palmer, man- 
ager of the Chicago Board of Under- 
writers has accepted an invitation to at- 
tend the convention and address the 
members at the occasion of the banquet. 

There will also be a Get-together Din- 
ner on Monday evening preceding the 
convention in the banquet room of the 
same hotel. The Syracuse Hotel, but re- 
cently opened, is exceptionally equipped 
for handling gatherings of this charac- 
ter, and those in charge of the conven- 
tion hope for large attendance. 


L. & L. & G. BOSTON CHANGES 

The Anglo-American Underwriters, 
which issues a Liverpool & London & 
Globe contract, is now represented in 
Boston by Gilmour, Rothery & Co. The 
Federal Union. of Chicago, owned and 
operated by’ the L?: & L. & G., has ap- 
pointed O’Brion, Russell & Co. for the 
metropolitan. district of Boston. The 
Anglo-American Underwriters was rep- 
resented in the former Starkweather & 
Shepley office, while the Federal Union 
was transferred from Gilmour, Rothery 
& Co. to O’Brion, Russell & Co. 
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In 18'74 Alexander Stoddart said 

t has always been my belief 
that the business belongs to the 
Local Agents who work it up’ 








Younder of the 


‘NewYork Underwriters Agency 


HE question as to the ownership of expirations that in the 

past has evoked so much discussion was settled, once and 
for all, for the New York Underwriters Agency in 1874. 
Alexander Stoddart, the founder of this General Agency organi- 
zation, determined to go on record in regard to the matter and 
to clear up all doubts in the minds of his local representatives. 
He issued a proclamation in which he said, ‘‘No effort shall be 
made by me to coerce any Agent as to his division of the results 
of Ais dabor, and | am content to rely for future business upon 
the high standing of my Companies and my own record.”’ 
There has never been any doubt in the minds of New York 
Underwriters representatives that this statement was a 
pledge to be kept for all time. 


New York Underwriters Agency 


A.&J.H.Stoddart 
100 William Street New York City 


The New York Underwriters Agency is an insurance underwriting headquarters that is repre- 
sented in all parts of the country. Since 1864 this General Agency organization has been 
a factor in the economical distribution of insurance protection and it has endeavored to 
merit the position of leadership that it occupies today in the insurance world. 
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Show Shower Period 

In New Rain Rates 
BECOME EFFECTIVE ON MAY 1 
Agents To Get Rates and Rules Soon; 


G. A. Russell Elected President 
Of Association 





Beginning with May Ist it will be 
easier for insurance agents and brokers 
to write rain insurance than has for- 
merly been the case in view of the fact 
that the Rain Association, at its annual 
meeting on April 8th, cut down the num- 
ber of forms from the eleven now in 
use to six. Just as many things will 
be covered as formerly, only there has 
been a rearrangement of the grouping 
of the coverages. ; ; 

The idea of the Rain Association 1s 
not only to assist the production forces 
of the country in every way possible but 
also the legitimate buyers of rain insur- 
ance, those who desire the cover of 
actual indemnity. 

Based On Hourly Precipitation 

New forms as well as new rates and 
rules will shortly be in the hands of the 
agency forces as they become effective 
on May Ist. An important change has 
been made in the method of rating. In- 
stead of building rates on the basis of 
an average of twenty-four hours, the 
new rates are based upon the hourly 
frequency, and during the past year the 
Rain Association has collected extensive 
data trom the various government sta- 
tions upon the basis of hourly precipita- 
tion. It has been apparent to the rain 
underwriters that there are certain hours 
of the day when there is more rain fre- 
quency than at other times. There are 
certain hours in the afternoon, for in- 
stance, when there is a heavier rainfall 
than any other time during the day, 
when there is what might be known as 
a “shower period.” 

At the annual meeting of the Rain 
Association on Wednesday, G. A. Rus- 
sell, secretary of the MHartford, was 
elected president, succeeding Carroll L. 
DeWitt, of the Eagle, Star & British 
Dominions, who has been president of 
the Rain Association for the three years 
of its existence. Mr. DeWitt becomes 
a member of the executive committee. 

President Russell is one of the best 
known insurance men in the East. He 
was a successful field representative of 
the. Hartford who was called into the 
home office and made assistant secretary 
in March, 1920. Recently he was elected 
secretary. 

J. P. Hollerith, general agent of the 
North British & Mercantile, was elected 
vice-president, and F. J. McFadden, sec- 
retary of the Home, was re-elected sec- 
retary and treasurer. 

In addition to Mr. DeWitt, these were 
elected on the executive committee: 
F. S. Lindsay, American of Newark; 
G. R. Fulton, Automobile: C. C. Baker, 
Insurance Company of North America; 
W. P. Johnson, Security of New Haven. 





Franklin W. Fort 





Fire Reinsurance Treaties 


Eagle Fire Insurance Company (New Jersey) 
Baltica Insurance Co., Ltd. 


New England Fire Insurance Co. (Massachusetts) 


18 WASHINGTON PLACE, NEWARK, N. J. 


(Denmark) 


Thomas B. Donaldson 
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Oklahoma Gives Up State Hail Fund 


A bill passed by the Oklahoma legis- 
lature, and signed by the governor, pro- 
vides the discontinuation of the state 
hail insurance department. This depart- 
ment was created by the legislature of 
1919, and provided that each county 
clerk was to act as agent for the insur- 
ance department and forward applica- 
tions for the state hail insurance, to the 
state insurance commissioner. The com- 
missioner then was to issue the policies. 
The rates were fixed about 2 per cent. 
lower than the rates of commercial 
companies for hail protection. 


Only one claim was ever paid on the 
policies written, Jesse G. Read, insurance 
commissioner, said. It was for $25. In 
an ordinary hail year, Read said the fund 
would probably have become insolvent, 
at the rates charged. The first year the 
law was in force only twenty-five policies 
were written by the insurance commis- 
sioner. The following year there was 
but one application, and since that time, 
there has been none, Read said. 

The Oklahoma fund received an ap- 
propriation of between $800 and $900, 
This money will be turned into the state 
general fund, it is said. 








JAMES A. COOK TO RETIRE 





General Manager of Scottish Union Re- 
tires At Own Request; J. G. Nicoll 
To Succeed Him 

J. H. Vreeland, United States man- 
ager of the Scottish Union at Hartford, 
Conn., has received an announcement 
from the head office of the company at 
Edinburgh that James Allan Cook, hav- 
ing expressed a desire to be relieved of 
his duties as general manager after the 
next annual meeting, the directors have, 
with much regret, agreed to his retire- 
ment as of May 31 next. Mr. Cook will 
retain his seat on the board of directors. 
Mr. Cook’s administration of the Scot- 
tish Union’s affairs has been most suc- 
cessful over a period of twenty-two 
years. 

James Gibson Nicoll, the new general 
manager, is at present London secretary, 
having charge of all of the company’s 
foreign branches, with the exception of 
the United States and Canada. Mr. 


Nicoll has been the secretary at Lon- 
don since 1910; his broad experience and 
success in the business qualify him well 
for the general managership which he 
is now to assume. Arthur John Queen, 
who has for the past five years been 
assistant secretary at the head office at 
Edinburgh, has been appointed to suc- 
ceed Mr. Nicoll as London secretary. 


TO ADDRESS EXAMINERS 

George G. Hooper, of Hooper & Mc- 
Daniel, local agents, will be one of the 
speakers at the meeting, April 23, at 
Miller’s Restaurant on Nassau Street, of 
the Examining Underwriters’ Associa- 
tion. Harry P. Sommerville, a member 
of the Real Estate Managers’: Associa- 
tion, will speak on “Housing Ccnditions, 
Real Estate Management and Loans.” 





BLUE GOOSE DINNER 

The meeting of the Blue Goose at the 
Hotel Adelphi in Philadelphia, on April 
14th, which will be presided over by 
Carroll DeWitt, of Fred S. James & Co., 
will have as its speakers Charles H. Hol- 
land, president of the Independence In- 
demnity and Independence Fire; W. E. 
Mallalieu, general manager of the Na- 
tional Board of Fire Underwriters, and 
John B. Morton, former vice-presidemt 
of the Fire Association. 





ROME, N. Y., AGENTS ORGANIZE 


About twenty local agents in Rome, 
N. Y., met last week to organize a local 
board. The meeting was called by J. 
Gordon Smith and the following officers 
were elected: President, F. M. Shelley; 
vice-president, E. E. Owen; secretary- 
treasurer, Harry Lawton. The name of 
the association probably will be the 
Rome Association of Insurors. A com- 
mittee will be named soon to draw up a 
constitution and by-laws. 


Commissioner Smith 

For Yearly Examination 
VIEWS OF WISCONSIN HEAD 
Thinks it Not Much Extra Work; Ex- 


plains Codification Code at Hearing 
Discusses Solvency 








In his talk before the insurance com- 
mittee discussing the new Wisconsin in- 
surance codification bill, Insurance Con:- 
missioner Smith discussed several insur- 
ance departmental questions at consid- 
erable tength. Sume of the points he 
made are as {ullows: 

Solvency. “It is well, too, to remem- 
ber that when a company does not meet 
its obligations and fails, that a share of 
the blame attaches to the Department 
of Insurance, for an insurance company 
does not fail suddenly; failure always 
is gradual and it is the duty of super- 
vision to call a halt on methods and pol- 
icies that tend to failure. To do this 
efficiently the Commissioner of Insur- 
ance requires effective legislation to en- 
force accountability and equity.” 

Examinations. “While in some states 
the requirement for examination is at 
one, two and three year periods, most of 
the states provide for such examinations 
at the discretion of the commissioner. 
It was thought best to impose such ex- 
aminations as a duty, and the annual 
examination was determined on for the 
reason that after the first examination 
the annual examination becomes largely 
a verification and checking up of the 
company’s annual statement at not 
much cost to the company and places 
the department in the position of being 
informed at all times of the company’s 
methods and practices. Such examina- 
tions will also benefit the Wisconsin 
companies doing business in other 
states, the department having knowledge 
of the Wisconsin Department’s super- 
vision of its own companies.” 





AMERICAN FIELD CHANGES 

J. R. Bickerstaff, with the North 
British & Mercantile for the past four 
years, will enter the service of the Amer- 
ican, Newark, April 15, to supervise the 
entire State of Georgia. He was grad- 
uated from the College of Georgia, and 
is fully equipped to give excellent ser- 
vice to the company and its agents. He 
is friendly, a hard worker and capable 
Special Agent. This change will re- 
lieve Mr. Duskin of the North Georgia 
field, and Mr. Reynolds of the South 
Georgia field, and will enable Mr. Duskin 
to ‘devote his entire time to Alabama 
and that portion of Florida lying direct- 
ly south of Alabama. Mr, Reynolds will 
supervise the balance of Florida. 


RHODE ISLAND’S YEAR 


The net premiums of the Rhode 
Island Insurance Company for 1924 
were $2,527,678, and it wound up the 
year with assets of $3,941,996 and a 
surplus of $1,159,753. 
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HE benefits of insurance in the life of the 

nation begin at its very foundation—the home. 
Here, perhaps even more than in an industrial en- 
terprise, security means everything. 

Insurance is no longer thought of merely as an 
added expense in the upkeep of a dwelling. The 
modern agent cooperates with the builder and 
shows real interest from the time the foundation 


CFrom the founaation up ~ 


home. His advice is sought and respected. The home” 
owner appreciates the efforts of insurance today to 
really prevent destruction by fire as well as to 
insure him against financial loss. 

The L. & L. & G. Policy is a familiar document 
in homes from coast to coast. The confidence that 


is shown for the Liverpool & London & Globe in, 


every phase of National endeavor is often a reflec’ 





is laid. He becomes a trusted coun- 


sellor in the maintenance of the 
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tion of its activities among the 
homes of the country. 
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R. C. Hosmer Made 
Excelsior Manager 


LONG TRAINED IN INSURANCE 





To Retire As Assistant Western Man- 
ager of National Liberty; Belongs 
To Insurance Family 





Robert C. Hosmer, of Chicago, on 
April 15th, will aSsume his duties as vice- 
president and general manager of the 
Excelsior Fire of Syracuse, N. Y. Mr. 
Hosmer is a graduate of Cornell Uni- 
versity and comes from the famous Hos- 
mer family of Chicago insurance men. 

Mr. Hosmer has been through all the 
departments of the fire insurance busi- 





ROBERT C. HOSMER 


ness, having started in the local agency 
of R. W. Hosmer & Co., Chicago. He 
then went with the old Insurance Sur- 
vey Bureau as an inspector. Later he 
traveled the western field for the Amer- 
ican and Security of New Haven, and 
was then made the Illinois state agent 
of the Equitable of Rhode Island. More 
recently, Mr. Hosmer has been the As- 
sistant Western Manager of the Na- 
tional Liberty. 

Mr. Hosmer is married and has three 
sons. He will move his family to Syra- 
cuse about the first of May. He is the 
son of Frank B. Hosmer, well-known 
insurance man; the nephew of R. W. 
Hosmer, of the large agency of R. W. 
Hosmer & Co.; the grandson of the 
Rey. Robert Collyer, who was from 1879 
to 1912 the minister of the Church of 
the Messiah of New York City. He was 
ome of the best-known ministers of his 
i in this country. 

dn Mr. Hosmer’s hands will be given 
the technical and executive development 
of the Excelsior, which has been en- 
tirely reorganized, with Frederick V. 

Tuns, of Syracuse, as president. The 
beard of directors of the , reorganized 
company comprises a number of lead- 
ing New York State bankers and busi- 
héss men. 





CRAFT SUCCEEDS MAILLOT 


Uy, S. Manager Beresford of the 
Phoenix of London and affiliated com- 
Panies announces the appointment of 
Charles A. Craft as general agent of 
the western department of the Phoenix 
Succeeding W. L, Maillot. Mr. Clark is 
jomt assistant general agent of the 
Pacific department of the Phoenix fleet. 





ELECTED VICE-PRESIDENT 
Philadelphia, April 9—W. L. Maillot 


has resigned as general agent of the 
estern department of the Phoenix of 
mdon and associated companies, and 
today was elected vice-president of the 
ire Association. 














WILKINS JOINS THE ROYAL === 

Norman Wilkins, special agent for the Organized 1859 
Home in Maine, has resigned to ‘become eo 
special agent for the Royal, with head- o 4 
quarters at Waterville, Me. For sev- rs f T 
eral years he was with the Rochester, a ) 
N. Y., office of the General Adjustment 
Bureau. Five years ago he went with 5 sttt 
the Home at the Albany office, and two i ura re Comp y 
years later was transferred to the field Ws nt 
in Maine, where he has don i a4 
eo e he e creditable of Amerira. 

Head Office: 709 Sixth Avenue, N. Y. 

WESTERN UNION MEETING ENDS Western Dept.: 207 North Michigan Blvd., Chicago, II. 

At the concluding session on Wednes- STATEMENT JANUARY 1, 1925 
day of the semi-annual meeting in Wash- eines Serer Te 
ington of the Western Union the plan for GAS phe nape aRERARARRIREC UO Neo: itesE ase * ies tes.as 
bridging the gap between fire and tor- Reserve for Taxes and all other Liabilities..../............scscssecececsecereeceee 1,287,359.83 
nado coverage was adopted. A proposal WRB NN ho coon ce cadcinecaces sddncdaacaeaeacdcnususadeadadxdes daatawsacetiedaudes 4,003,663.25 
to permit the companies affiliated with Total A 
sta Waa’ Gai. edie eee aaa oceupaney ‘o BOOS oe ctccncdiccecccdcnessccascocove rttsereseeeeeseeesescaeeceeeeeens $14,189,228.93 
insurance under a form now in use by SEIMEI A BUS Wr eseee WPM ove. dc xis cucaniccckiecedecntuacddnesesedeoxaedes $5,503,663.25 
reciprocals was voted down. The an- FIRE - MARINE - AUTOMOBILE - WINDSTORM - TORNADO - SPRINKLER 
nual meeting will be held at the Mount LEAKAGE - EXPLOSION - RENT and RENTAL VALUES - TOURIST BAGGAGE - 
Royal Hotel, Montreal, opening on Sep- RIOT and CIVIL COMMOTION - USE and OCCUPANCY 
tember 15. 
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Whenever Windstorms, Earthquakes, Conflagrations 


disturb our sphere 


Insurance is the great Stabilizer 


In a recent issue of the “Hartford Agent” (house organ of the 
Hartford Fire Insurance Company) referring to the great Chicago 
Fire in 1871, Mr. Moore of the nationally-known agency of Moore, 
Case, Lyman and Hubbard, who passed away March 29th, said: 

“Early Friday morning we received telegrams from the ‘Old Hartford’ and 
the North British and Mercantile of London stating that all losses would be 


intimation any agent had received from 


any company about the future. These telegrams were read at the Board of 
Trade on Friday and published in the ‘Chicago Tribune’ on Saturday. They 


did much to inspire confidence among business men, who said, ‘If these 


ae 


In 1906 in a conflagration that lasted three days follow- 
ing an earthquake, the city of San Francisco suffered a 
loss of which the lowest estimate was $350,000,000. In- 
surance companies paid about $225,000,000, thus ena- 
bling the stricken city to make a new start. 


As in the past, the North British and Mercantile promptly 
settled all claims with funds from the home office, paid 
out about $4,000,000 to its policy holders, and gave a lib- 
eral sum toward the relief of the 
sufferers, thus confirming 
its standing in the minds 
of the American 
public. 
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two companies can pay in full, others will’, and a few of them did.” 


In October 1871 occured the great Chicago Fire, which 
put the company to its first great test in this country. 

With assets in the United States at that time of only $1,- 

340,000, it was involved to the extent of $2,330,000. The 

London Board no sooner heard of the disaster than they 

cabled, as published in the American papers at the time: 

“Settle losses promptly. Draw at three days’ sight. Subscribe 

$5,000 for sufferers.” 

In the New York office there is a circular issued 

December 5, 1871, giving a list of claims 

that had been paid to that date, 

amounting to over $1,500,- 

000, with other claims 

in process of 

settlement. 
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Wholesale Druggists’ 
Fire Prevention Work 


HAS ACCOMPLISHED MUCH 


Buildings Are Adequately Protected; 
Rates Lowered and Members 
Educated On Hazards 


C. H. Waterbury, secretary of the Na- 
tional Wholesale Druggists’ Association, 
spoke last week at the annal meeting in 
Washington of the National Fire Waste 
Council on the constructive work ac 
complished as a result of the fire preven- 
iton campaign instituted by that organi 
zation. 

“When considering the benefits de 
rived from a campaign of fire preven 
tion, the first thought is nearly always 
of the monetary savings in insurance 
premiums. True, these are important 
and, in the case of members of the Na 
tional Wholesale Druggists’ Association, 
these have been very substantial over a 
period of years. These savings are such 
as to be reflected in the expense ac 
count from year to year. But of even 
greater significance than these more im 
mediately visible dollar-savings are the 
very great economic advantages that 
have been derived from a minimum of 
lost operating time and a maximum of 
continuous operation. The number of 
days lost by members of the National 
Wholesale Druggists’ Association from 
vear to year because of appreciable in 
terruption by fire, is nil. 

“In summing up it might be well to 
say that fire prevention work on the 
part of the National Wholesale Drug 
Association has accomplished a 
great educational purpose. It has done 
many specific things, some of which are 
enumerated herewith: 


gists’ 


Constructive Results 

(1) It has improved building construc 
tion. 

(2) It has instilled the spirit of careful 
ness in management and care of 
property. 

(3) It has lowered the cost of insur 
ance. 

(4) It has enlightened the trade and 
every individual in it on possible 
fire hazards. 

(5) It has aided in the maintenance of 
a contingous flow of commodities 
handled by minimizing interruy 
tions due to fires. 

(6) It has improved outside protection. 

(7) It has placed the trade where _ it 
may demand greater protection 
from other industries and trades. 

(8) It has improved the risks of cus- 
tomers. 

(9) It has educated the members on: 
(a) Insurance problems. 

(b) Fire risks. 

(c) Fire protection and preven 
tion in building construction, 

(d) Building construction. 

(10) It has helped educate fire under- 
writers on the true conditions 
prevailing in the drug trade. 


“The modern wholesale drug estab 
lishment is characterized by a structure 
covering somewhat of a wide area built 
with fire resistive materials, equipped 
with automatic sprinklers, automatic 
alarm systems, safety pumps to. take 
‘care of oils, refrigerators for biological 
products, safety vaults for dangerous 
articles, such as explosives and inflam 
mables, fireproof constructed doors and 
stairways. These plants are so laid out 
that waste is not permitted to accumu 
late and must be cleared daily. Inspec- 
tion services are maintained and watch 
men regularly employed to report de 


fects in equipment or violation of house 
rules.” 


JOINS PHILADELPHIA ASSN. 

The Philadelphia Fire Underwriters 
Association has announced the election of 
the Potomac Fire, of Washington, D. C., 
as a member. 








UNDERWRITING SYNDICATE, INC. 


The Underwriting Syndicate, Inc., New 
York City, has filed a certificate in the 
office of the Secretary of State increas- 
ing its number of shares from 1,000 
shares non-par value to 11,000 shares, 
of which 10,000 shares are to have a par 
value of $100 each and 1,000 shares are to 
be without par value. Wing & Russell, 
14 Wall Street, New York City, are at- 
torney$ for the corporation. 


MAY LOSE EYESIGHT 


H. T. Hedrick, Jr., special agent for 
the Virginia Inspection and Rating Bu 
reau, who shot himself through the head 
with a pistol in a Danville, Va., hotel 
a week or two ago, is reported to be 
now out of danger, but the doctors fear 





that he will lose the sight of both eyes. 
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Sprinkler Leakage 
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CASH CAPITAL: ONE MILLION DOLLARS 
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WINDSTORM cannot be stopped. 
The only protection against it is 

an insurance policy. There is no better 
windstorm policy than that of the 
Fireman’s Fund Insurance Company. 


(Photo by International) 














vege 


NE nie throne 
oid ke 2s : 








the 
write 
the 


losse 


ing tc 
Nati 
Unit 
head 
othe: 
hire 
great 
fire | 
died 
ve 
Mall 
mate 
half 
for 
$535, 
struc 
$331 
ten 
anni 
estir 
juric 
il 
near 
ashe 
be | 
tual 
Veal 
crac 
pay 
som 
tun 
fort 








April 10, 1925 

















Page 25 





Economic Phases Of 
Growing Fire Losses 


$1,500,000 LOST EVERY DAY 





wv. £. Mallalieu, General Manager of 
the National Board, Shows How 
This Affects Business 


General Manager W. E. Mallalieu of 
the National Board of. Fire Under- 
writers gave some interesting data on 
the steady increase of American fire 
losses in a talk made last week in Wash- 
ington before the annual meeting of the 





National Fire Waste Council at the 
United States Chamber of Commerce 
headquarters. He described among 


other things the close relation between 
fire losses and taxes and costs as the 
greater the destruction of property by 
tre the more this burden must be sad- 
died upon others in a community. 

“At the present time,” said Mr. 
Mallalieu, ‘“‘America is burning up its 
material assets at the rate of well over 
half a billion dollars a year. In 1923, 
for example, the figure was more than 
$535,372,000, the highest peak of de- 
struction touched thus far, and about 
$331,000,000 in excess of the total of 
ten years ago, Coincidental with this 
annihilation of property occur fatalities 
estimated at 15,000 annually, besides in- 
juries to 17,000 persons. 

“This represents, in 
nearly $1,500,000 a day reduced to 
ashes—an economic drain that cannot 
be permitted to continue without even 
tual disaster. We cannot fiddle along 
vear after year smiling sadly at the 
crackling discord of the flames without 
paying for the music, even though only 
sume of us recognize the menace of the 
tune. We all bear the burden in one 
form or another—it is unescapable. 


dollars alone, 


Why Losses are Mounting 


“Probably you are wondering why 
this tremendous waste continues year 
after year on a decidedly ascending 
scale, and it should be said that there 
are several reasons for it, although the 
basic one is the comparative indiffer- 
ence of the average citizen to the ex- 
tent of the American bill of: fire. This 
indifference is predicated to a great ex- 
tent upon the fallacious notion that if 
property is insured no real loss has oc- 


curred, a proposition which will be 
given further consideration a little later 
on, 

op 


surnable values have increased heav- 
ily over the course of the past few 
years, and this enhancement accounts 
in a large measure for the augmented 
losses, The growth in population has 
also been a factor and this is true like- 
wise of the congestion of population in 
the large cities, and the concentration of 


values in trade centers. More fires 
occur in dwellings than in business 
structures, but in the latter the losses 


mount higher, and a fire in a single 
warehouse or other commercial Luilding 
may do more money damage than a 
score or more of home fires. They all 
figure, however, in swelling the daily 
average of fire waste. 

“When burned structures are not re- 
built, the taxes they formerly paid must 
be pro-rated over the remaining prop- 
erty, and thus fire losses add to taxes, 

hey also augment tax levies by making 
necessary the maintenance of larger fire 
departments, with more expensive ap- 
Paratus. Heavy fire losses naturally af- 
fect insurance rates adversely, whereas 
a favorable fire record results in lower 
Premium charges. 

Since both taxes and insurance pro- 
tection enter into the overhead of every 
Dusiness, as you gentlemen well know, 
it is clear that fire losses have become 
a factor of no small importance in the 
cost of operating industry and in the 
cost of living. In the circumstances, it 
's evident that fire losses affect in some 
fegree the price of every purchasable 


item, from a loaf of bread to an apart- 
ment house,” 
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Chester M. Cloud Now 
Writing Fire Lines 


HAS HARMONIA FOR FIRE RISKS 





Oscar Payrleitner Goes With Agency; 
Represents Home and Maryland 
Casualty for Automobile 


Chester M. Cloud, well-known and pop- 
ular automobile agent here for the Home 
and the Maryland Casualty, is branch 
ing out gradually into all lines of fire 
and casualty insurance. For many years 
he has underwritten the Home’s auto- 
mobile business in this territory and 
built up a large following of friends and 
assureds. But he has restricted himseli 
to writing the various automobile covers, 
the Home taking the fire risks and some 
casualty company the liability and prop 
erty damage lines. 

Last week, however, Mr. Cloud was 
appointed metropolitan agent for the 
Harmonia Fire of Buffalo for all fire 
business. The Harmonia is one of the 
companies in the Home group. Since 
April 1 Mr. Cloud has been receiving 
nearly $1,000 a day in premiums which 
is considerably in excess of his expec- 
tations because he intends to build up 
his fire business slowly. Later he plans 
to secure the agency for some casualty 
company in order that he may be able 
to furnish complete protection for all 
fire and casualty risks. 

Oscar Payrleitner, formerly with the 
Chas. E. Wickham office on Maiden 
Lane, is in charge of the fire -under- 
writing. He is about thirty-five years 
of age and has been in the fire insur- 
ance business for many years. The 
Wickham agency represents seven fire 
companies, including the American, Chi- 
cago Fire & Marine, Massachusetts Fire 
& Marine, Palatine, Western Assurance 
and others. 


WESTERN UNION MEETS 





May Reccmmend Increase In Basic Fire 
Rates; Commission Problem Present; 
Separation Discussed 

President John C. Harding, of the 
Western Union, recommended at _ the 
semi-annual meeting in Washington this 
week that consideration be given to in- 
creasing the basic fire insurance rates, 
due to the steadily growing loss ratio 
and the increase in costs during the last 
few vears. Losses in several Western 
states are now exceeding the danger 
point, according to Mr. Harding, and un- 
less economy can be secured through 
reduction of acquisition costs the pres- 
ent fire rates will be unreasonably low. 

The Union was pleased with the re 
port on separation in the West, and 
especially the outcome of the Union- 
Bureau suit, won by the former organi 
zation. Union companies are working 
hard to keep Bureau companies from 
getting back into the clear agencies. 

One of the big problems for discus 
sion was that of commissions and 
brokerages. The governing committee 
pointed out that excess commissions are 
being paid to brokers in towns where 
a company has no resident agent. This 


subject will be reviewed further by a 
sub-committee of the governing com 
mittee. 


NEW ENGLAND CHANGES 

As of April 15, Benjamin F. Freeman, 
special agent for the Insurance Com- 
pany of North America group of com- 
panies in New Hampshire and Vermont, 
will be associated with Special Agent 
George E. Macomber in the Maine field, 
with headquarters at Augusta, Me. 
Charles H. Gordon, special agent for the 


Capital of New Hampshire in New 
Hampshire and Vermont, will succeed 


Mr. Freeman on April 15 with head 
quarters at Manchester, N. H. 





Pennsylvania. Address: 





“ATTENTION” 


Middle-Aged man operating a local fire and casualty insurance 
agency in Central Pennsylvania desires a special or general 
agency relationship with a company for Eastern and Central 


“Harrisburg,” The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 








The North River Insurance Co. of 
New York 

Richmond Insurance Company of 
New York 


United States Merchants & Shippers 
Insurance Company 


New York State Fire Ins. Co. of 
Albany, N. Y. 


New York 


Ff. M. Gund, Manager, Western Depart- 
ment, Freeport, Illinois 
Hines Brothers, Managers, Southern 
Department, Atlanta, Georgia 





CRUM AND FORSTER 
110 WILLIAM STREET—-NEW YORK CITY 
REPRESENTING 


Union Fire Insurance Co. of Buffale, 





United States Fire Insurance Ce. ef 
New York 


British America Assurance Co. ef 
Toronto, Canada 
Western Assurance Company of 


Toronto, Canada 


United States Underwriters’ Pelicy 
of New York 


W. 8. Jackson, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, Nerth 
Carolina Dept., Darham, Nerth 
Carelina 














THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 

H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 

A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, tne., General Agents 
Metropolitan District 


81 JOHN STREET NEW YORK 
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Exclusive Territory 
Superior Service 

Prompt Settlements 
Agency Helps 


Good Agents Desired 
In Unassigned Localities 


Tnen give to THEWORLD the best 
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Revised Earthquake 
Policy Is Completed 


BROAD PROTECTION IS GIVEN 





Subsequent Fire Loss Included; Form 
in Effect for Whole Country 
Except Pacific Coast 


The Explosion Conference has com- 
pleted the revised earthquake insurance 
policy for use in the territory other than 
the Pacific Coast States. This Confer- 
ence has jurisdiction. over rules, forms 
and rates for the Eastern territory. As 
far as the insuring clause is concerned 
the new earthquake policy follows closely 
the wording of the standard fire cover 
except that “earthquake and (or) vol- 

° ° ” ° 4 ” 
canic eruption” is substituted for “fire. 
In addition this new cover protects an 
assured against fire loss following an 
earthquake, when the regular fire policy 
is voided. Thus full protection is grant- 
ed. The main clauses of the new contract 
ire given as follows: 

“Fraud, Misrepresentation, Etc.—This entire 
policy shall be void if the insured has concealed 
or misrepresented any material fact or circum- 
stance concerning this insurance or the subject 
thereof; or in case of any fraud or false swear 
ing by the insured touching any matter relat- 
ing to this insurance or the subject thereof, 
whether before or after_a loss. din 

“Uninsurable and Excepted Property.—This 
policy shall not cover accounts, bills, currency, 
deeds, evidences of debt, money, notes or securi 
ties; nor, unless specifically named hereon in 
writing, bullion, manuscripts, mechanical draw 
ings, dies or patterns. 


Hazards Not Covered 

“Hazards Not Covered.—This company shall 
not be liable for loss or damage caused by 
windstorm and (or) tidal wave, snow storm, 
blizzard, frost or cold weather, explosion, fire, 
lightning, high water, overflow, cloudburst; nor 
by theft; nor by military or usurped es nor 
by order of any civil authority; nor by neglect 
of the insured to use all reasonable means _ to 
save and preserve the property during and after 
an earthquake and (or) volcanic eruption; nor 
shall it be liable under this policy for any loss 
or damage which is covered under any other 
kind of insurance policy or contract. 

“In case of fire occurring subsequent to any 
loss, or damage by earthquake and (or) volcanic 
eruption, this company shall be liable under 
this policy only for such loss or damage as 
occurred previous to such loss or damage by 
fire and tor no loss occasioned directly or in- 
directly by fire, except that a building or any 
material part thereof fall as the direct and 
immediate result of an earthquake or volcanic 
eruption and all insurance under all fire insur 
ance policies ceases as a result thereof. On 
such building and contents, if same be insured 
under this policy, this company shall be liabk 
for such loss or damage by fire under this 
policy only for such Joss or damage as occurs 
subsequent to such fall of building and termina 
tion of liability under all fire insurance policies 
covering same, 

“Hazards Not Covered, Except.—This company 
shall not be liable for loss or damage by hail, 
rain and (or) snow unless the building herein 
described, or containing the property herein de- 
scribed, shall first sustain an actual damage to 
the roof or walls by the direct force of an 
earthquake and (or) volcanic eruption, and shall 
then be liable only for such damage to the 
property described herein as may be caused by 
hail, rain and (or) snow entering the building 
through openings in roof or walls as the direct 
result of an earthquake and (or) volcanic erup 
tion 

“This entire policy shall be void, unless othe1 
wise provided by agreement in writing added 
hereto—Ownership, Etc.—(a) if the interest of 
the insured be on than uncenditional and sole 
ownership; or (b) if, with the knowledge of the 
insured, foreclosure proceedings be commenced 
or notice given of sale of any property insured 
hereunder by reason of any mortgage or trust 
deed; o (c) if any change, other than by the 
death of an insured, take place in the interest, 
title or possession of the subject of insurance 
(expect change of occupants); or (d) if this 
policy be assigned before a loss. 

“Unless otherwise provided by agreement in 
writing added hereto this company shall not be 
liable for loss or damage occurring —Other 
ance.—(a) while the insured shall have 
other contract of insurance 


Insui 
! any 
against loss or 





damage occasioned by earthquake or volcanic 
eruption, whether valid or not, on property cov- 
ered in whole or in part by this policy. 

Fall or Destruction of Building.—If a building, 
or any material part thereof, falls, or is de- 
stroyed, except as the result of an earthquake 
and (or) volcanic eruption, all insurance b 
this policy on such building or its contents shall 
immediately cease.” 

The other conditions of the earthquake insur- 
ince policy are practically identical with those 
of the Standard Fire Policy as set forth begin- 
ning with “added clauses” on line 72 of the fire 
contract 


MARYLAND 1924 FIGURES 


Company Premiums Losses Paid 
$22,800 





oe eee ee $59,000 22, 
Bankers’ & Shippers’ .. 67,000 25,000 
ee Ore Pere rer .. 129,000 86,000 
American of Newark 127 ,000 57,000 
PNIGUDMIIED © 5000s cdawsedacde 102,000 63,000 
Ser eres, 54,000 
MOONE oscueeese con vigheube 84,000 27 ,000 
Glebe & Rutgers .......... 234,000 181,000 
er 103,000 41,000 
WestCember  occscccecccesccs 51,000 39,000 
RP: SRNNRG  Séxcsdcsoneses 135.000 57,000 
SND So o-b05 bu waite 89,000 35,000 
Providence of Washington.. 65,000 26,000 
MUONS. Sic 54.544 danadeteoe 110,000 52,000 
PIER Ses sing Serna gai es 80,000 26,000 
Pacific bideasacaeeiwas . 53,000 12,000 


There are over one thousand fire 
agents operating in the Newark terri- 
tory alone, according to figures compiled 
by the Newark Fire Insurance Society. 
Of this number two hundred and forty- 
one are Class “A” agents under the new 
agreement, which means that they write 
their own policies and conduct bonafide 
agencies. About four hundred agents 
belong to Class “B.”. They come from 
the suburbs and can write preferred 
business on, in the City of Newark. 


TO MEET IN PHILADELPHIA 

The New York City Pond of the Blue 
Goose will stage its Annual Pilgrimage 
to the Quaker City on Tuesday eve- 
ning, April 14th, 1925. Arrangements 
have been completed to hold a_ joint 
session with the Chesapeake Pond of 
Baltimore and the initiation ceremonies 
will be conducted by a team from that 
Pond. 


THE CORROON COMPANIES 


The financial statement of the Corroon 
companies for 1924 follow : 

Net Prem. Assets Surplus 

Amer. Equitable... .$1,205,091 $2,818,113 $1,309,146 

Knickerbocker .... 822,879 2,002,419 970,587 


CHICAGO BOARD 

(Continued from page 1) 
this month to make an investigation of 
the Chicago patrol. The companies are 
paying 2% of their premiums for its 
maintenance, the assessment, it is under 
stood, being on the basis of Cook County 
premiums 





216TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, C. 














1871 


FIRE 


$1,000,000 Capital 





Fifty-three Years--Time Tested 


SUPERIOR 


INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependabl- 
service. has won a high place in the agency fleld 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 
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ORD’ FIRE INSURANCE Co. i 


» Connecticut 


Hartford 


SS - 


An advertisement for Hartford 
agents that goes right into the homes 
Every week more than two and one-half million 


copies of The Saturday Evening Post go into American 
homes. 





This magazine reaches practically every insurance 
prospect in the country. Of one thing you may be 
certain, property owners see the striking Hartford 
advertising. They simply cannot pass it by. An ad- 
vertisement for the Hartford Fire Insurance Company 
is an advertisement for the Hartford agent. Hartford 
agents know this from the business they write. 

This is one of the things that makes a Hartford 
connection of ever increasing value to live local agents. 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. f 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 
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Lloyd’s Underwriter 
Case Is Concluded 


HARRISON PLEADS GUILTY 





But Is Saved From Prison Term Be- 
cause of Physical Break Down; 
First Prosecution 





London, March 26—The case of Stan- 
ley Bruce Knowles Harrison, former 
underwriter at Lloyd’s, the various stages 
of which have been chronicled in THE 
EASTERN UNDERWRITER, came: to an end 
in the Central Criminal Court here to- 
day. The case was heard before Justice 
Roche, and Harrison was charged on an 
indictment containing 
converting to his 


with 
money of 


six counts 
own use 
which he was trustee. 

Sir Edward Marshall-Hall, K. C., who 
appeared for the defense, said the de- 
fendant pleaded not guilty to the first 
five counts, but would plead guilty to the 
sixth count, which related to the fraudu- 
lent conversion of a £613 
($3,065). 

Justice Roche bound Harris6n over in 
his own recognizances to come up for 
judgment if called upon, and he was dis- 
charged. The defendant collapsed in a 
chair on entering the dock, and was un- 
able to articulate on being called on to 
plead. Throughout the case he was 
trembling violently, and when the case 
was over he had to be assisted from the 
court. 

Travers Humphreys, for the prosecu- 
tion, said this was the first time the 
Committee of Lloyd’s had had to put 
into force the power under their private 
Act of Parliament to institute a prose- 
cution. “The defendant was an under- 
writing member of Lloyd’s and acted as 
an agent for others, who formed a syn- 
dicate, issuing policies in their names. 
By agreement with each of the members 
of the syndicate, under which he had 
absolute and complete powers to bind 
them in the policies which he had issued 
under their names, he was made an ex- 
press trustee. On June 19, 1923, he drew 
a check on the special banking account 
of the syndicate for £873 ($4,365), pay- 
able to a chartered accountant for the 
good-will of a business which he wished 
to purchase. 

The amount was reduced to £613 
($3,065) in the sixth count because it 
was found that £260 ($1,300) was due to 
the defendant for salary. Soon after 
1921 the defendant, in conjunction with 
others, started a series of speculations 
and became involved in an enormous 
amount for which he used the names of 
three persons on policies. The result 
was that when the crash came in Octo- 
ber, 1923, the persons forming this syn- 
dicate were found to be liable for over 
half a million pounds ($2,500,000) in re- 
spect of policies issued in their names, 
guaranteeing bills of exchange. Out of 
that half million pounds over £400,000 
(92,000,000) represented accommodation 
VUIS, 

Sir Edward Marshall-Hall said it was 
one of the saddest cases he had ever 
been engaged in. As a result of defaults 
by other people, Harrison found himself 
stranded with losses he could not pay. 

He was given charges on two large 
trading concerns supposed to be doing 
big business, but which turned out to be 
of little value. He was swamped by the 
Magnitude of the, calamity which had 
overtaken him, and like a drowning man 
clutching at a straw, he used the £613 
‘o purchase the good-will of a banking 
business in order that he might issue 
debentures for the purpose of securing 
his liabilities. He had now not a penny, 
and was absolutely ruined. Had it been 
Possible, the first five counts would have 
been contested, as they were matters of 
account, but from September to the 
Present time Sir Edward had been un- 
able to obtain any instructions from Har- 
"ison. At the Police Court last year 


check for 


defendant was on the verge of death. 
The big figures involved in the case 
caused his mental breakdown. 

Sir James Purves Stewart, the famous 
neurologist, said Harrison’s condition was 
one of acute mental breakdown. He was 
a border-line case and had had previous 
breakdowns in 1921, 1922 and 1923. The 
effect of imprisonment on him would be 
a serious additional mental blow. It 
might conceivably permanently unbal- 
ance him and act very seriously against 
his recovery. 

Justice Roche said in the ordinary way 
he would have passed a sentence of six 
to nine months’ imprisonment in the 
second division, as he regarded seriously 
any breach of trust. He did not think 
it right, however, to do anything which 
might militate against defendant’s chance 
of regaining his mental stability. In 
binding Harrison over, the Judge said 
he was influenced solely and entirely by 
the medical aspects of the case. 








LISTS OF SUBSCRIBERS 

“The Insurance Field” of Louisville is 
printing an enterprising feature, having 
obtained a list of names of subscribers 
of the Associated Employers’ Reciprocal, 
the affairs of which are now being ad- 
judicated in court. The paper is printing 
the names. 


AGENTS’ CONVENTION DATES 





National Association to Meet in Kansas 
City October 6-9; Committee 
Chairmen Named 

The thirtieth annual convention of the 
National Association of Insurance Agents 
will be held from Tuesday to Friday, 
October 6, 7, 8 and 9, this year, at Kan- 
sas City, Mo. The general meetings will 
be held on the 7th, 8th and 9th. The 
preliminary meeting of state association 
officers with the executive committee of 
the National Association will be held 
Tuesday, October 6, and the get-together 
dinner will also be on October 6, in 
accordance with the usual custom. 

Kansas City agents are already hard 
at work making their preparations for 
the convention. The following chair- 
men of the various committees to han- 


dle convention details have been ap- 
pointed: T. S. Ridge, general chairman; 


James Wallace, advertisement, publicity 
and badges; Fred Griffith, finance; C. R. 
Fidlar, registration; Lyle Stephenson, 
reception; Edgar Stern, transportation, 
and Frank Ferguson, entertainment. 





JOINS EMPLOYERS’ FIRE 
Walter M. Drill, for several years on 
the staff of Joseph Froggart & Co., in 
Boston, has this week become chief ac- 
countant of the Employers’ Fire. 


When Vendee of Property 
Can’t Collect His Insurance 


There is some conflict of authority as 
to whether the vendor or the purchaser 
should bear the loss due to an injury to 
real property occurring between the time 
of the contract and the final conveyance 
(Sewell v. Underhill, 197 N. Y., 168), but, 
subject to certain qualifications, the rule 
supported by the weight of authority is, 
that since a purchaser under a binding 
contract of sale of real property is in 
equity regarded as the owner of the 
property he is entitled to any benefit or 
increase of value that may accrue to it 
and, consequently, ordinarily must bear 
any loss, injury or depreciation which it 
may sustain, unless occasioned by the 
negligence or default of the vendor (39 
Cyc., 1641), says the “Law Journal.” 

If there is a valid and binding con- 
tract between the parties, the applica- 
tion of the usual rule is not affected by 
the fact that the purchase price has not 
been paid or that the purchaser is not 
in possession or that, under the provi- 
sions of the contract, possession is not 
to be delivered until a date subsequent to 


that when the loss or injury occurred (39 
Cyc., supra). 





The 


nadoes.” 


Lf; 
storm 
agent. 


ERNEST STURM 


, 


NEW YORK 





Weather 
an interesting comparison. It may be seen that “windstorms” 
caused over seven million dollars more damage than “tor- 


Tornadoes ... . 


Insurance. 


Chairman of the Board 


- CHICAGO ¥ 


Tornadoes versus Windstorms 


Bureau’s Figures 


Property Damage by Tornadoes . . $54,422,300 


Damage by Windstorms other than 


This should prove a strong selling point when soliciting 
territories which have not recently been visited by tornadoes. 
While few, if any, states in the Union can boast absolutely 


clear Tornado records, Windstorms cause enormous dam- 
age in them all. 


then, you cannot sell Tornado Insurance sell Wind- 
There’s a big opportunity for every 


*These figures, covering the years 
1916-1920 mcelusive, are from Annual 
Reports, Chief U. S. Weather Bureau, 
Washington, D. C. 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK..N.Y. 


CASH CAPITAL ‘ONE MILLION DOLLARS 
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below show 


52,426,185* 
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Extra Premiums For 
Breaking Trade Areas 


SOUGHT BY ENGLISH MARKET 





Hull Underwriters Feel That Present 
Deviations Are Not Adequately 
Compensated For 





A circular letter has been issued to 
underwriters by the Joint Hull Commit- 
tee, which is representative of Lloyd’s 
and marine insurance companies in Eng- 


land, in which it is recommended that 
for the future an additional fixed pre- 
mium should be charged on any vessels 
breaking their trade warranties, instead 
of, as at present, charging a proportion 
of an annual additional premium. 

The “Daily Telegraph” points out that 
“this recommendation arises over cer- 
tain insurances where an annual addi- 
tional premium is stated in the policy, to 
meet the case of an insured vessel 
breaking her trading warranties. In the 
event of a vessel making a short voyage 
into prohibited waters, the proportion of 
the additional annual premium payable is 
often minute, despite the fact that the 
voyage has taken the vessel into perils 
of more than usual severity. 

“Again, in the case of vessels with 
warranties which confine them to one 
particular trade, the additional premium 
payable in the event of a voyage outside 
those warranties being made is very 
small if based on an annual additional 
premium, while the hazard of the risk 
is increased out of all proportion to the 
amount payable in additional premium. 
The suggestion made by the committee 
is that the form of provision for annual 
additional premiums now in use should 
be abolished and that a fixed additional 
premium for each voyage should be in- 
sisted upon.” 

There is also another point to be con- 
sidered. Vessels specified for, warranted 
in, and built for a certain trade are fre- 
quently not suitable for trading outside 
the limitations of the trade for which 
they have been constructed, and many 
underwriters would not for a moment 
entertain the risk if they anticipated 
any considerable deviation as likely. 

When vessels are warranted in a spe- 
cific trade the rate is quoted at a low 
figure in view of the warranties, whereas, 
were there no warranties the rate would 
be much higher, or, the risk would be 
declined on the ground of unsuitability 
to the trade. The present position cer 
tainly leaves the door open to sharp 
practices being possible, and although 
such might be a very rare occurrence, a 
loss occurring on any great deviation 
might lead to suspicion in the minds of 
the underwriters, and disputes, which 
would be entirely obviated by the adop- 
tion of the new recommendation. 

A later issue of the “Daily Telegraph” 
says: “The suggestion has aroused con- 
siderable interest in the market. One 
point that has arisen during the discus- 
sion of the matter is that the recom- 
mendation does not apply to vessels in- 
sured with Institute warranties. This is 
so. The breaking of any of the Institute 
time warranties is met by the payment 
of a definite additional premium, and 
there is no question of an additional 
premium on an annual basis in such 
cases. There are, however, many vessels 
insured with warranties which confine 
them to a particular trade, as, for in- 
stance, those in the Atlantic Gulf and 
West Indies trade, and it is to insur- 
ances of this nature that the recom- 
mendation of the Joint Hull Committee 
applies. Instances can be quoted in 
which a voyage of over a month out- 
side this trade has resulted in the pay- 
ment of an additional premium of 6d 
(12c) per cent, while in another case 
a vessel breaking a warranty which pro- 


FAVORS YORK RULES 





Insurance Advisory Committee of U. S. 
Commerce To Urge Adoption Soon 
The committee of marine insurance 

and shippnig men who were appointed 

at the Chamber of Commerce meeting 
in Washington last month to learn senti- 
ment with respect to the York-Antwerp 

Rules of 1924 will hold an open meeting 

on April 23 at the headquarters of the 

Merchants’ Association of New York 

in the Woolworth Building. 

The Insurance Advisory Committee 
of the United States Chamber of Com- 
merce has approved the York-Antwerp 
Rules as amended last year, even though 
the shipping interests find certain flaws 
and seek another international confer- 
ence. In the opinion of the Insurance 
Advisory Committee the rules today are 
not perfect, but they are a step in ad- 
vance. The committee is content to 
waive its objections in the interest of 
international harmony. Pending the 
time when improvements may be made, 
this committee of. the national chamber 
believes the rules should be adopted, 
and to that end has authorized the in- 
troduction of a resolution at the thir- 
teenth annual meeting urging the 
adoption. 


MARINE UNDERWRITERS ELECT 


The Association of Marine Underwrit- 
ers of the United States held its annual 
meeting here this week and re-elected 
the following officers: President, Wil- 
liam H. McGee; vice-president, Frederic 
C. Buswell; secretary-treasurer, S. D. 
McComb; executive secretary, E. G. 
Driver. E. W. West and C. A. Orr, 
whose terms as directors expired, were 
re-elected for three years. The remain- 
ing directors are Benjamin Rush, Ed- 
ward Milligan, Douglas F. Cox, C. A. 
Hulme and Charles R. Page. 





AUTO CONFERENCE MOVES 


The National Automobile Under- 
writers’ Conference is now installed on 
the tenth floor of 1 Liberty Street, hav- 
ing moved up from the ninth floor where 
it has maintained its headquarters for 
several years. The Eastern Conference, 
which will hereafter be a separate entity 
under Manager Moore, will remain on 
the eighth floor. 





hibited her from proceeding to Alaska 
paid an additional premium of less than 
ls (25c) per cent, for a voyage into the 
dangerous Alaskan waters. These pre- 
miums for single voyages are far too 
small for the extra risk incurred, and 
the recommendations of the Joint Hull 
Committee that a definite premium be 
charged for each voyage would un- 
doubtedly result in underwriters receiv- 
ing a more adequate rate in such cases.” 
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59-61 Maiden Lane, New York 





The “Home” of Automobile Insurance 
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Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
The Standard Accident Insurance Co. 
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Chinese Marine Insurance 
By G, A. Moszkovski 


The term ‘“Coastwise Insurance” is 
applied to all insurance attaching to 
shipments between ports and/or places 
situated on the coast of the same coun- 
try, or conveyed on rivers, lakes, rail- 
ways, highways, inland country, as well 
as to shipments carried in small vessels 
especially classified for short voyages 
between the ports of different coun- 
tries divided by comparatively narrow 
stretches of water and not involving 
crossing of oceans. In China this term 
employed in every day use means the 
coastwise business of Chinese assured. 

The coastwise insurance is divided into 
two distinct classes—foreign and Chi- 
nese, that is, in the name and for ac- 
count of foreign or Chinese assureds or 
shippers. 

The volume of premiums from Chi- 
nese business is much larger than that 
from foreign but the rates are much 
lower in the first case, which is greatly 
due to the competition of Chinese com- 
panies and to the considerable volume 
of business. The payment of higher 
rates by foreign assured, however, is 
compensated at the settlement of claims, 
which are usually made to them on a 
much more liberal basis. 

At present the company which does 
the largest amount of Chinese coastwise 
business in China is the Union Insur- 
ance Society of Canton. The experience 
of this concern seems to show that the 
fluctuation of profit or loss account has 
been very slight and has not affected 
the general underwriting profits. 

The American Asiatic Underwriters 
does a considerable business not only 
along the coast but on the rivers as 
well, particularly the Yangtsze. The 
experience of the A. A. U. has been 
more favorable in connection with the 
river trade than on outside voyages. 

The A. A. U. had its worst experience 
on the Foochow route. Here, the losses 
have been chiefly during lighterage from 
Pagoda Anchorage to Foochow, but 
some heavy clams have been paid for 
losses incurred during the ocean voyage. 

The A. A. U. has carried a large 
volume of business on the upper Yang- 
tsze on vessels making the Ichang and 
Chunking run. Thus far, experience 
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APPLETON & COX, Inc. 


1 South William Street, New York 


AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,699.05 
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there has been exceptionally good. Only 
one lighterage loss occurring at Chung- 
king itself. Although the run is very 
hazardous, it has been fairly profitable 
because of the high rate and the rather 
good luck the steamers have experienced 
during the last two years. 

The A. A. U. wishes that its compra- 
dores would solicit coastwise business 
actively in future on F. P. A. terms only, 
limiting themselves chiefly to the fol- 
lowing routes: 

Yangtsze River—from 
Hankow, Hankow to 
Ichang to Chunking. 

Shanghai to Tientsin and Dairen on the 
regular line boats. 

Shanghai to Hongkong, Manila and 
Japan on ocean passenger or cargo 
liners. 

_Another field which the A. A. U. be- 
lieves to be worth culityating, a field 
in which we have not operated exten- 
sively, thus far, is the railway and parcel 
post business throughout China. We 
believe that the business has_possibili- 
ties and is worthy of serious and con- 
tinuing attention. 

Active as we have been, we feel that 
the marine insurance business in China 
is still not fully developed and that the 
continued activity of every one of our 
agents will redound most profitably not 
only to the company but to all the agents 
and compradores concerned, provided 
the rates obtained are adequate and the 
— of business is sufficiently large 
© provide a sufficient reserve and ra- 
tional distribution of risks. 


Shanghai to 
Ichang and 


ee ee 
TORONTO FIRM INCORPORATES 
“ffective April 1, the R. C. Sanborn 
Co., Insurance underwriters and ad- 
justers in Toronto, Canada, commenced 
operations as an incorporated company 
under the name of Sanborn & Sloan, 
Ltd. R. H. Sloan, who has joined Mr. 
Sanborn, was with the Western Assur- 
ance, where he had been for some time 
in that company’s automobile under- 
writing department. Mr. Sanborn is 
well known in Toronto insurance cricles, 
having been in the agency business for 
a number of years representing the Mer- 
chants’ Casualty. They will specialize 
in automobile insurance. 


INSURANCE SOCIETY SPEAKERS 

The Insurance Society of New York 
announces that the principal speakers at 
its meeting next month will be Francis 
sa Sisson, vice-president of the Guar- 
anty Trust Company of New York and 
William B. Bailey, economist of the 
Travelers of Hartford. The meeting 
will be held on May 26 at the Hotel 
Astor. 





LIQUIDATOR APPOINTED 
At a recent special meeting of stock- 
holders of the Union Hispano Americana 
Fire & Marine, Charles R. Neidlinger of 
this city was appointed liquidator of the 
company. 





CUBAN COMPANY CHANGES 

La Cubana, of ‘Javana, has purchased 
control of the Union Hispano-Americano 
de Seguros S. A., also of Havana. The 
latter company was formerly admitted 
to this country to write marine insur- 
ance, 





> 


pr 


=f — 


A 
app 
den’ 
dres 
latis 





eo ~~ ee «§ 


. he OP VY 





April 10, 1925 







SERRE ILS RT FF 


Caruattrvo 


AS Se 









oe 


<_UNDERWRI 


Page 29 











_ CASUALTY AND SURETY NEWS 








An Important New Figure 
In Casualty Insurance 
Edward C. Stone, Associate United States Manager of 


Employers’ 


Liability and Vice-President of 


Employers’ Fire and American Employers, 
a Prominent Lawyer Who Has 
Quickly Made Fine Impression 
in Insurance Business 


By John Buchanan 


A man with a gift of eloquence, a fine 
appearance, a magnetic manner and evi- 
dently a master of his subject, was ad- 
dressing the Massachusetts joint legis- 
lative committee on the subject of recip- 
rocal insurance. 

Four members of the committee lit 
fresh cigars and settled back comfort- 
ably in their chairs, listening intently to 
what was said. The members of the 
committee who had been listening for a 
long time to numerous speakers had sud- 
denly acquired a new lease of life. 

One reporter was busily sharpening his 
pencil. Another whispered to a third, 
“This bird is there!” 

It was then that an old-timer on the 
committee whispered to his younger as- 


sociate, rather audibly, “That’s Stone.” 


to convey 
The expression 
face 


His short message seemed 
something very definite. 
on the young representative’s 

changed from boredom to alertness. 


A Question Answered 

“Who is this man Stone?” asked the 
“gentleman from Missouri.” 

“The dominating figure in the Massa- 
chusetts reciprocal fight,” agrees the in- 
surance committee. 

“Associate United States Manager of 
the Employers’ Liability Assurance 
Corporation, Ltd., and vice-president of 
the Employers’ Fire Insurance Company 
and of the American Employers’ Insur- 
ance Company,” replies the careful re- 
porter. “Counsel for the Massachusetts 
Casualty Underwriters’ Association,” he 
continues; “member of the law firm of 
Sawyer, Hardy, Stone & Morrison; 
chairman of the executive committee of 
the 150th anniversary of the Battle of 
Lexington; president of the Pageant of 
Lexington, Inc. 4 

The reporter is about to go on. Just 
then a common, everyday layman to 
whom names mean little, insists “Who 
is this man Stone?” 

Without doubt, had Edward C. Stone 
heard him he would have replied, as he 
has been heard to remark many times, 
“I am merely the husband of a golf 
champion.” The insurance committee’s 
statement was correct. Practically every 
insurance man in Massachusetts, at least, 
is aware of the fact that, although he 
can find but one joker in a deck of 
cards, Edward C. Stone can find twenty 
in any reciprocal bill. And who relishes 
playing show-down against twenty 
jokers ? 

_The careful reporter’s statement was 
likewise correct, but he was not given 
the opportunity to complete it. As for 
the reply of the gentleman himself—isn’t 
Mrs. Edward C. the Women’s State Golf 
Champion of Massachusetts? Even the 
caddies know that. 

But that is merely hitting the high 


spots, 





Born in Historic City of Lexington 
The fact of the matter is that Edward 
C. Stone was born in Lexington, June 
29, 1878. He insists that that statemeni 
be qualified with “of poar, but honest 
barents.” He has lived in Lexington all 


his life, attending its grammar and high 
schools, 


At the age of sixteen he started to 
work as an office boy with ex-Congress- 
man Selwyn Z. Bowman, then an active 
attorney. At the age of sixteen he like- 
wise started to substantiate his belief 
that putting one’s nose to the grindstone, 
although a painstaking and difficult 
process, was worth while. 

After three years, during which time 
he had picked up stenography, typewrit- 
ing and a great deal of miscellaneous 
knowledge, plus a great deal more am- 
bition, Mr. Bowman gave young Stone 
the privilege of an extra hour for 
“lunch.” edward took advantage of 
these two hours by attending the Bos- 
ton University Law School. 

“How could you accomplish anything 
in two hours?” he was asked. 

“T attended the lectures, where my 
shorthand came in handy, and received 
much help from the other students and 
their notes. I would study at home until 
2 o'clock nearly every morning. Some- 
times I would stay up later, or rather 
earlier, than that. I once put in 140 
hours of work with less than 10 hours 
sleep.” 

Admitted to the Bar in 1900, and hav- 
ing graduated from his tedious course 
with magna cum laude, ranking second 
in his class, Mr. Stone thought that he 
was entitled then to his first vacation in 
way of a celebration. 

Upon his return from a visit to his 
father’s folks “way up in Maine,” he 
entered the law office of Choate & Hall. 
After three years with them he became 
associated with the law firm of Bates & 
Armington, the senior partner being ex- 
Governor Bates. 

“One day a man came in and wanted 
me to try cases for the Maryland Cas- 
ualty. Having had no experience, I said 
I would. He had been sent to see me 
by Harry Sawyer, who later became my 
partner,” continued Mr. Stone. “In 1903 
and 1904 I was a member of the Massa- 
chusetts legislature, representing the 
Arlington and Lexington district. Oddly 
enough, I served on the first committee 
ever appointed in Massachusetts to con- 
sider a possible workmen’s compensation 
act.” 

Once Tried Cases for Maryland Casualty 


Mr. Stone was with the Maryland 
Casualty trying cases for about a. year 
and a half. He left the firm of Bates 
& Armington to become associated with 
Samuel W. Emery, now deceased. He 
had become acquainted with Benjamin 
Brooks, then with the Maryland, now 
vice-president of the American Mutual 
Liability. Mr. Stone states frankly: 

“Ben Brooks taught me all I know 
about trying cases. We would go up to 
his room in the evening. He would get 
hold of the thickest steak you ever saw, 
and how Ben could cook! After we'd 
got that under our belts, we’d sit up until 
the wee sma’ hours, cross-examining one 
another.” 

Formed Law Partnership 

Mr. Stone then began traveling all 
over the country, trying cases for the 
American Mutual. A few years later he 
formed a partnership with Henry C. 
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Sawyer, then and thereafter counsel for 
the Employers’ Liability. The firm 
took Horace T. Hardy, son of Judge 
Hardy of the Superior Court, into part- 
nership and later admitted Thomas L. 
Wiles and John M. Morrison. 

“Tom stayed but a couple of years,” 
reminisced Mr. Stone. “When Harry 
Sawyer and Horace Hardy died we kept 
the old name as a matter of sentiment. 
Gay Gleason, considered the best posted 
man on the Massachusetts Compensation 
Act, and Frank Lavelle are now mem- 
bers of the firm. When Sawyer died I 
succeeded him as counsel for the Em 
ployers’ Liability, and the firm continued 
as counsel for the American Mutual. | 
am still a member of the old law firm, 
but of course not so active with them as 
I was once.” 

“What about this own description of 
yourself as ‘the husband of a golf cham- 
pion’ ?” 

“In 1908 I married Katharine L. 
3rooke of Sandy Spring, Maryland.” 

“You met her through your connection 
with the Maryland?” 

“No. My wife, who was a Quaker, 
when traveling in Europe heard of an 
American girl who had lost her letter of 
credit. She and her mother befriended 
this girl, who, it so happened, was a 
friend of my family. Through this rather 
romantic chain of circumstances I be- 
came acquainted with Katharine Brooke. 
She comes of a family of athletes, her 
four brothers all having held some cov- 
eted honors in one sport or another. 
George Brooke was once described by 
Walter Camp as the best fullback the 
game has known.” 


Mr. Stone Better Swimmer Than Golfer 


“It is true that Mrs. Stone now holds 
the title of State Champion. I don’t 
play golf. I play at it. I think I have 
a lot more fun than she does, at that. 
No, I won't tell you our comparative 
scores.” 

Although this interview was not being 
written for the “American Magazine,” 
the question of hobbies, favorite sport, 
and fraternal connections seeined to be 
a good thing to ask at this point. 

“My favorite sport is swimming. As 
for my hobby, well, we followed cross- 
word puzzles at home long before they 
became so popular. We still do them, 
nearly every night. But my real hobby 
is fooling around with my kids—one boy 
and three girls. 

“I belong to the Simon W. Robinson 
Lodge, F. & A. M,, am past High Priest 
of Menotomy Chapter; | was a member 
of Walthan Council and a member of 
the Cambridge Commandery of Knights 
Templar. [ am a Shriner. I am also a 
member of the Odd Fellows, the Sigma 
Alpha Epsilon fraternity, and the legal 
fraternity of Phi Delta Phi.” 

Became Counsel for Mass. Casualty Un- 
derwriters’ Assn. 

Mr. Stone started his career as counsel 
for the Massachusetts Casualty Under- 
writers’ Association in 1919. “Keeping 
the state out of the insurance business is 


the most important legislative problem I 
have to face in that capacity,” says Mr. 
Stone. He then told of an interesting 
experience when he appeared before an 
English Parliamentary Commission as an 
expert on American insurance law. 

“This commission had been appointed 
to study the Workmen’s Compensation 
Act. As was the custom, I was obliged 
to submit first in writing a brief of what 
[ had to say. At the hearing there fol- 
lowed the stiffest cross-examination I 
have ever heard. The last man to cross- 
examine me was one who was supposed 
to represent the same interests as myself. 
It was his duty to bring out any points 
| had missed.” 


Believes in Written Arguments 
“Do you think such a plan of submit- 
ting written arguments in advance and 
being cross-examined on them would be 
an improvement on the present proce- 
dure of public hearings in Massachu- 


“| most certainly do. A thorough study 
of the legislation before the committee is 
absolutely necessary if the fate of the 
measure is to be fairly determined.” 

“There are those who believe I have 
too many irons in the fire. But the fact 
of the matter is I can keep all of them 
warm, and it is seldom that more than 
one of them at a time needs to be red 
hot. My principal duties are, of course, 
helping ease the load on the shoulders 
of my able chief, Samuel Appleton. It 
is largely due to my association with him 
that I now bear my present title.” 


A Hard Worker 

Now for a few facts that Edward C. 
Stone, in his modesty, did not present. 
Mr. Stone is one of the hardest workers 
in the insurance fraternity. Having 
started in early to do more than was 
demanded of him, he has continued the 
habit. 

“Tf I have a good case, I stick to facts. 
If not, I try something else,” is his legal 
philosophy. He has always “stuck to 
facts” before the joint legislative insur- 
ance committee. His remarks before 
them, as reported in the daily press, are 
invariably described as “not without hu- 
mor” or “with clever witticisms.” 

“If I lost my sense of humor I wouldn’t 
care whether I lived or not,” he once 
said before the committee. And in that 
statement, as in all others he makes, 
sincerity was predominant. 

“Who is this man Stone?” 

He is one who has forged ahead by 
hard work. A man who has asked no 
favors. A man whose dominating per- 
sonality, strong features, honorable char- 
acter, natural eloquence, sense of humor, 
thorough knowledge of the insurance 
business and special knowledge of the 
casualty branch of that business, has won 
for him an international reputation in 
insurance circles. 





KENNY AGENCY APPOINTED 

The Fidelity & Deposit has appointed 
the Kenny Agency, Inc., as its downtown 
borough agent for burglary insurance. 
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Early Days of Bank 
Burglary Insurance 


NECESSARY TO LOAD RATES 





S. B. Brewster, Assistant-Secretary, 
American Surety, Discussed Rates Be- 
fore Library Association At Boston 





In the early days of writing bank 
burglary insurance, one of the most com- 
plicated but interesting of the various 
classes of burglary insurance, there was 
only one rate for both exposures and 
no attention was paid to the robbery 
exposure, but with the advent of the 
automobile and other quick ways to 
make a getaway robberies became more 
frequent and it became apparent to the 
companies that it would be necessary to 
load the rate at that time to take care 
of the losses. 

This fact was brought out by S. B. 
Brewster, assistant secretary of the 
American Surety in an address before 
the Insurance Library Association of 
Boston in a comprehensive discussion of 
burglary insurance rates. 

“In those early days,” stated Mr. 
Brewster, “a robbery loss was almost 
unheard of, and for a number of years 
of the total losses incurred by the com- 
panies about 82% were due to burglari- 
ous entry and about 15% due to rob- 
bery, this condition not taking a decided 
change until 1917 or 1918. In 1919 the 
two exposures were segregated and a 
separate rate made for each exposure.” 

Continuing, he said in part: “In the 
beginning we had no real figures to de- 
termine what proportion of the rate 
should be loaded against the robbery 
coverage and, in view of the fact that 
a very large volume of bank business 
was then upon the books of the com- 
panies and it being thought unwise to 
take any action which would disturb 
that business by having to re-rate and 


-re-write the whole volume, it was de- 











termined that the best way to handle 
the problem was to make a nominal 
loading to the rate where the bank 
bought both burglary and robbery cov- 
erage, but where they bought the rob- 
bery coverage independent of or with- 
out the burglary coverage, to make a 
higher rate to take care of that individ- 
ual exposure on the theory that where 
we obtain the combined premium for 
the two exposures we could afford to 
carry the robbery coverage at a less 
loading than where we carry the rob- 
bery coverage alone without having the 
benefit of the premium derived from the 
burglary coverage in combination. 


Later Abandoned Loading Plan 


“As time passed and the companies 
were in a position to collate their ex- 
perience on the robbery coverage they 
were in a better position to determine 
the proper rate for the robbery cover- 
age. They then abandoned the plan 
outlined above and made an individual 
rate for the robbery coverage, regard- 
less as to whether it was purchased in 
connection with burglary insurance or 
not. 

“It may interest you to know that 
the pendulum now seems to be swinging 
the other way and perhaps in a short 
time the losses by burglarious entry will 
be equal in number to those caused by 
robbery. While science has aided the 
safe manufacturers to improve the con- 
struction of the safes, it has also given 
unwittingly to the burglar the oxy- 
acetylene torch as a means of offsetting 
the improvements in the safe construc- 
tion, and where previously the burglar 
depended upon nitro-glycerine and gun- 
powder to open the safe he now burns 
a hole in it by the means of this torch. 
For awhile the modern safe was thought 
to be burglarproof because it was not 
subject to attack by gunpowder or nitro- 
glycerine, but it is a comparatively easy 
matter for the burglar to burn a hole 
in it by using the oxy-acetylene torch, 
and for this reason the number of bur- 
glaries now seem to be increasing.” 
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THE GENERAL’S YEAR 
Company Increased Its United States 
Surplus in 1924 by $176,857; Assets 
Now $13,203,400 
Frederick Richardson, United States 
manager of the General Accident, in a 
statement published in the agency pub- 
lication of that company, said, relative to 

the General’s experience in 1924: 

“Tt is some time ago since our agents 
received our financial statement as of 
December 31, 1924, but I would like to 
make the following comments to illus- 
trate the strength of our position at the 
present time. The volume of premiums 
written was $12,481,690.82 which was an 
increase of $785,290.06 over the preceding 
year. There was an increase in assets 
of $1,681,756.55 and an increase in re- 
serves of $1,504,899.49. After putting on 
one side $200,000 for contingencies, and 
providing fuller reserves than were called 
for by the New York law, we show an 
increase in surplus of $176,857.06. Our 
total assets are now $13,203,400.10 invest- 
ed in the very highest class of securities, 
over $3,000,000 being in United States 
Government bonds. It will thus be seen 
that we are able to attract our share of 
the best business in the lines that we 
transact, not only because of our un- 
doubted financial strength, but because 
of the excellence of the service that we 
render.” 


F. & C. MEN AT RICHMOND 


Development Conference of Agents 
in Virginia 

Several home office officials of the 
Fidelity & Casualty, of New York, held 
a conference in Richmond, Va., to dis- 
cuss business development with agents 
of the company in the Richmond terri- 
tory which comprises Virginia, North 
Carolina and Southern West Virginia. 

Those from the home office who at- 
tended were: A. J. Ferres, vice-president 
in charge of agencies; Nelson D. Ster- 
ling, vice-president in charge of the 
plate glass department; Hale Anderson, 
assistant secretary in charge of the bond 
department; H. J. Clarke, head of the 
automobile division; F. B. Smedes, asso- 
ciate superintendent of the burglary de- 
partment; Otto Hampsh, associate su- 
perintendent of the liability department, 
and P. H. Sheridan, associate superin- 
tendent of the accident department. 


TAX LAW AMENDMENT SIGNED 

Governor Smith has signed the Wil- 
liams bill (Senate Print No. 1423) amend- 
ing section 187 Tax Law imposing a 
franchise tax on life and casualty insur- 
ance corporations doing business on the 
co-operative or assessment plan, and re- 
mitting such taxes payable prior to May 
1, 1925. 
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THE SUPER-SERVICE COMPANY 








compensated for. 








erally engaged the public mind. 


‘This Chapman Case 


r Evidently the trial of Chapman, called the super-bandit, has pretty gen- 
Daily newspapers have been devoting 
columns to describing in great detail the testimony of various witnesses. 
But the only bright spot in this entire crime recital was a small item hid 
away in one paper. It told how insurance has come to the rescue of the wife 
and family of the murdered victim—that she will be paid over $5,000 com- 
pensation insurance. 
Wherever and whenever there occurs an economic loss, the great business 
of insurance is ready to step in and alleviate suffering. 
the economic loss through the victim’s death will, in part at any rate, be 


In the Chapman case 


In this business of compensating for economic losses by reason of acci- 
dents, burglaries, boiler explosions, plate glass breakage, automobile mishaps 
or other causes, the London Guarantee & Accident Co., Ltd., easily holds a 
foremost place among the leading companies. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave., New York 


C. M. BERGER 
United States Manager 
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Personnel of Metropolitan Office 
of Royal Indemnity Company 














From left to right: D. A. MacGregor, H. L. Cook, Harry T, Ross, W. B. Mac- 
Intosh, Jr.. Thomas J. Baldwin, John B. Clarke, Walter S. Costello, Alfred €: 
Riedel, George S. MacQueen. 


John B. Clarke, athlete, manager of 
the metropolitan office of the Royal In- 
demnity, New York, and whose ability 
as a systematizer and technician is rated 
high among insurance men, has sur- 
rounded himself with an active bunch of 
young, keen and alert men, in keeping 
with his own youth and activity. 

Mr. Clarke went 
business sixteen years ago, starting as 
an office boy at $9 a week with the 
Ocean. A year later he joined the staff 
of the old Empire State Surety. When 
this company went on the rocks Mr. 
Clarke landed in a_clerk’s job with the 
Aetna Life, subsequently becoming as- 
sistant superintendent of that company’s 
compensation and liability department in 
New York, and then superintendent. 

In 1921, Mr. Clarke was appointed 
manager of the Fifth Avenue Branch. 
Later this branch was moved to 42nd 
Street with Mr. Clarke continuing as 
manager. In April, 1923, Mr. Clarke was 
appointed to the position he now holds 
with the Royal. He has specialized dur- 
ing his insurance career in compensation 
and liability lines. 

At the time he joined the Royal the 
Metropolitan office was doing a yearly 
Premium business from casualty and 
surety lines of about $3,000,000, and by 
the end of 1924 had added $800,000 in 


Premiums to the total. 


Attended Institute in Hartford 
The superintendent of the compensa- 
ton and liability department of this 
office is W. B. MacIntosh, Jr., who, after 
attending the Hilyer Institute of Hart- 
ford, Conn., entered the employ of the 
lravelers in 1916 as accident and health 
Salesman. After a short period with the 
Travelers he got some army experience 
with Troop B, 5th Militia Cavalry of 
Hartford, an outfit composed of Hart- 
lord insurance men. Later in 1916 he took 
the Aetna Life course in inspection and 
safety engineering and was sent to New 
York in 1917. Mr. MacIntosh was with 
a machine gun batalion overseas during 
- World War and upon his return con- 
Inued as inspector with the Aetna until 
the latter part of 1920, when he was put 
on the counter. In 1921 he was trans 
terred to the uptown office of the Aetna 
#8 Compensation and liability underwriter 
and appointed later as assistant to the 
Manager. He was appointed to his pres 


into the insurance 


ent position with the Royal Indemnity in 
June, 1923. : 

D. A. MacGregor, superintendent otf 
the automobile department of this office, 
has spent the last eighteen years with 
insurance companies. He started with 
the New Jersey Fire, later going with 


the New Amsterdam Casualty. With 
both companies he held positions as 
bookkeeper. From 1909 to 1911 he 


served as statistician in the New York 
office of the Ocean Accident. In 1911 
he joined the staff of the Royal In- 
demnity and organized that company’s 
payroll department, also traveling as an 
auditor until 1914, In 1914 he went into 
the metropolitan department of the 
Royal as underwriter in the liability de- 
partment, becoming superintendent of 
the automobile department in 1923. He 
is married and has two boys. 

Alfred C. Riedel entered the insurance 
business in 1916 as an office boy with the 
Royal, and in his travels has been 
through numerous branches of the busi- 
ness with the company until he is now 
superintendent of the renewal and can 
cellation department in this office. 


Has:an A. B. Degree 


Thomas J. Baldwin, superintendent of 
the rating department of the office, hav- 
ing graduated from Fordham University 
with an A. B., started his insurance 
career in 1921 in the rating department 
of the Fidelity & Casualty, subsequently 
becoming the head of the rating depart- 
ment in that company’s metropolitan 
office. In 1923 he joined the Royal, 
being appointed at that time to the posi- 
tion he now holds. 

The superintendent of the plate glass 
department is George S. MacQueen. He 
entered the insurance business in 1916 as 
assistant underwriter with the Metro- 
politan Casualty. He became head of 
the plate glass department of the Royal 
in March, 1921, and was given the title 
of superintendent in 1923. 

L. H. Cook, superintendent of the acci 
dent and health department, after grad 
uating from Dartmouth in 1921, became 
a special agent in the Brooklyn branch 
office of the Aetna, and was subsequently 
placed in. charge of the accident and 
health department in that office. In 
1924 he jaiged the Royal's staff, being 
appointed €6 his present position then. 

Walter S: Costello, superintendent, 
burglary department, started his insur 
ance experience with the National Surety 
eighteen years ago as a file clerk, later 
becoming joint manager of that com- 


N. Y. Federation To 
Meet in Utica May 15-16 


NEW YORKERS WILL ATTEND 





Officers Pleased With Defeat of Monop- 
olistic Compensation Measure; 65 
Bills Were Introduced 





The annual meeting of the Insurance 
Federation of New York State will be 
held in Utica, New York, on May 15th 
and 16th. Willett R. Bowen, of Syra 
cuse, is the president, and among the 
New York City men who are officers or 
directors are <A. Clarence Hegeman, 
Jeremiah F. Connor, L. A. Wallace, 
Charles Bellinger, Floyd N. Dull, John 


A. Eckert, James R. Garrett, D. G. 
Luckett, John McGinley, Frank J. 
O'Neill, Theodore M. Riehle, John S. 
Turn, Frederick A. Wallis. A number 


of New York City men will attend the 
meeting. 

In discussing the attempt to have 
monopolistic compensation insurance, 


Chairman L. A. Wallace said: 

“Downing Bill No. 36, introduced dur 
ing first week of the session, and Hack 
enburg Bill No. 18 in the Assembly have 
been pushed by them to the very limit. 
During the last week Senator Downing 
attempted to force his bill from the 
Committee on Labor and Industry to a 
vote on the floor. This failed by a vote 
of 25 to 21. <A _ similar attempt was 
made by Assemblyman Hackenburg to 
discharge the Committee on Rules and 
bring his bill out for a vote. This also 
failed by a vote of 71 to 43. The reason 
for all this is that you, as insurance 
men, have done your part. You or some 
others in your districts have seen your 
legislators and they have not forgotten, 
and, therefore, you are the one great 
factor in the fate of these measures. 

“At the annual hearing, the labor peo- 
ple had over 200 representatives and 
spoke for more than an hour. The prin 
cipal talk was given by Matthew A. 
Woll, vice-president of the American 
Federation of Labor, and was certainly 
the most brilliant and effective speech 
ever advanced in favor of state insur- 
ance, and by some token he did not 
confine his energies to the Workmen’s 
Compensation Bills, but served notice 
that labor purposed to embark in all 
lines of insurance and that they were 
demanding that the State shall be their 
sponsor.” 

There was introduced in both Houses 
of the New York Legislature a total of 
63 bills, effecting Workmen’s Compen 
sation Law. The following have been 
passed by both Houses and sent to the 
governor: 


Senate 266—Assembly 740, Provides for ex 
penses for rehabilitating injured employees, not 
more than $10 per week, to be spent for main- 
tenance. 

Senate 522—Assembly 620, Provides that bar 
of statute of limitations shall he deemed to 
have heen waived unless objections to failure 
to file claim within one year is raised on first 
hearing at which all parties in interest are 
present. 

Senate 523—Assembly 725, Provides the strik 
ing out of $3,500 maximum in case of temporary 
tetal disability compensation. 

Senate 524--Assembly 743, Provides first pay 
ment of compensation shall become due on 14th 
day of disability mstead of 21st day, as at 
present, and making other changes. 

Senate 1114—-Provides all awards of board shall 
draw interest from thirty days after making 
thereof. 

Senste 1117—Relative to time within which 
anneal may be taken to Appellate Division. 








pany’s burglarv department. In 1911 he 
became identified with the Royal In- 
demnity as plate glass and burglary un- 
derwriter and was made superintendent 
of the burglary department in 1923. 

The superintendent of the service and 
development department is Harry T. 
Ross. He started with the Aetna in New 
York, doing compensation and inspec- 
tion work, later becoming safety en- 
gineer. He served with the 139th in- 
fantry overseas during the war as a sec 
ond lieutenant. In September, 1923, he 
left the Aetna and became a _ special 
agent of the Royal. He was appointed 
to his present position last year. 


Senate 308—Relative to fibroid phthisis (sili- 
cosis). Same as Assembly 386. 

Senate 1116—Provides for increase from three 
to five number of members of Industrial Board, 
not less than two to be counselors-at-law; and 
relative terms of members appointed after 
January 1, 1925. 


Senate Bill 1357 by Mr. Burchill and 1181 by 
Mr. Straus, providing for a Compulsory Auto- 
mobile Insurance, died in Committee. 





CALIFORNIA COMPENSATION 





Industrial Accident Commission of That 
State Reports Increased Business 
And More Claims 
An extraordinary increase in compen- 
sation business in California has caused 
the large increase in claims reported in 
that state, according to the report of 
the Industrial Accident Commission of 
California, from July 1, 1923, to June 30, 
1924. The increase in claims for this 
period over the same preceding period 

was 24.1%. 

The State Insurance Fund of this 
state reported for this period premiums 
written of $5,739,827, an increase of 10.8% 
over the previous twelve months. 

Among other data contained in the 
report are the following: 

For the first six months of 1924 there 
were 99,621 industrial injuries. Of these 
309 caused death, a decrease of 9.9% 
from the same period of 1923; 687 re- 
sulted in permanent impairment, and 
43,403 caused temporary disability. 

The average expense ratios during 
1921 to 1922 of the various types of car- 
riers 


were approximately as _ follows: 
Stock companies, 43.6%; mutual com- 
panies, 25%, and the fund, 14.25%. 


SEES IMPROVED CONDITIONS 

B. J. McGinn, manager of the claim 
department of the American Surety, re- 
turned recently from a trip through the 
Middle West, stated that he was im- 
pressed with the strengthening of the 
banking situation in that section of the 
country and saw a favorable outlook for 
crops in all states but Texas, which had 
been suffering from drought. 
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Aetna Life’s Survey of 
Insurable Hazards 


BLANK FOR USE OF BROKERS 


Questionnaire Designed to Disclose In- 
surable Hazards of Clients; Used 
in Co-operative Campaign 





The Aetna Life & Affiliated Companies 
has issued a casualty and surety ques- 
tionnaire for the use of the brokers to 
assist them in making as complete a sur- 
vey as possible of the insurable hazards 
of their clients. 

This questionnaire is called “The 
Aetna Plan of Insurance and Bonding 
Protection,’ and is used in connection 
with its co-operative campaign under 
which each department competes for the 
production of most business outside of 
its own department from new brokers. 
The questionnaire follows: 

Survey of Insurable Commercial 
‘Hazards 

Corporation 

Individual 
2. Partnership 

Insurance matters 
4. Handled by 

Date of 
6. Survey 

Buildings and Contents 

7. Description of buildings, values, 
areas, frontages, class of construction, 
nature of floors and roof, and published 
fire rates for both buildings and con- 
tents. 

8. Does client own, lease or rent build 
ing? 

9. Portion of building client occupies, 
and tenancy of the rest of building. 

10. Betterments and alterations; de 
scription, value, and date made. 

11. Is building sprinklered ? 

12. Is there a watchman and a bur 
glary alarm? 

13. Description and value of stock and 
its fluctuation. 

14. Description and value of furniture 
and fixtures. 

15. Date and form of inventory. 

16. Plate glass measurements and value 
of lettering. 

17. Number, location, description and 
use of elevators. 

18. Description and number of boilers, 
engines and electrical machinery. 


1. Name 
3. Address 


Locations cov’rd 
5. by Survey 


Business Operations 


20. Description of business conducted. 
21. Total number employees. 


22. Total annual payroll. 
23. Number of employees and annual 


payroll of each district operation or de 
partment entitled to distinct compensa 
tion and/or liability rate classifications. 

24. Are there salesmen or other em 
ployees in other states? If so, number 
of such employees, payrolls, nature of 
their duties, and states wherein located. 

25. Does client usually have work done 
by others under contract each year? 

26. Is liability for personal injuries or 
property damage assumed by client un- 
der leases, industry side track agree- 
ments or other contracts? 

27. What is the possibility, in event of 
defect in finished product, of consumer 
attempting to hold client responsible for 
personal injury? 

28. Are employees paid in cash? 

29. Do paymasters and messengers use 
vehicles? A locked satchel? 
guards accompany them? 

30. What is the maximum amount of 
cash on premises ? 

31. Description of client’s safe or vauli 
with the maximum amount of cash kept 
therein. 

32, Maximum amount of daily deposits. 

33. Maximum amount on deposit in 
any bank and the maximum check bank 
routinely honors. 

34. Names of employees handling 
money, securities, or valuables with max 
imum amounts each has access to. 

35. Does client bid on 
contracts ? 

36. Is client obliged to furnish freight 
charges, supply, license, or other forms 
of bonds? 


How many 


Government 
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37. What property has client at other 
locations such as distributing branches, 
railroad warehouses, etc.? 

38. Does client sell on deferred pay- 
ments? If so, total value of such out- 
standing charges. 

39. Does client export or import? 

40. Does client ship by vessel, rail, par- 
cel post, express, registered mail, or mo 
tor truck? 

41. Do salesmen carry valuable sam- 
ples? 

42. In event of fire what would be the 
estimated daily loss resulting from the 
interruption of the business? Does client 
have special machinery which, if de- 
stroyed, would require. a long period of 
time to replace? 

43. Is a large stock of the 
product maintained ? 
estimated profit) in 
sold? 

44. Does client hold valuable leases? 

Automobiles and Teams 

46. The name, number, value, date pur- 
chased, and use of each automobile 
owned by client. 

47. Location and fire contents rate of 
garage where automobiles are kept. 

48. Average number chauffeurs. 

49. Number automobiles hired. 

50. Are any automobiles used in the 
business owned by salesmen or other 
employees? If so, list them. 


finished 
If so, what is the 
such stock when 


MASSACHUSETTS GOLF 
Massachusetts insurance men are or- 
ganizing an Insurance Society Golf Club 
to play the leading courses of the East- 
ern part of Massachusetts during the 
summer months. A fee of $2 is charged 
for the club. G. Hayden Henderson, 40 

Broad Street, Boston, is secretary. 


RETURNS TO NATIONAL 

W. L. Barnhart, assistant advertising 
manager of G. L. Muller & Co., Inc., 
has returned to the National Surety as 
assistant sales manager of the forgery 
bond department. He at one time did 
publicity work for the National in the 
forgery bond department. 


BROKERS POSTPONE MEETING 
The April meeting of the Brooklyn 
Insurance Brokers’ Association has been 
postponed until Thursday evening, April 
16, at which time Registrar James A, 
McQuade of Kings County will be the 
principal speaker, 


THE INTERBORO MUTUAL 





Winds Up 1924 With $771,964 Policy- 
holders’ Surplus; Writes Auto Lia- 
bility As Well As General Lia- 
bility and Compensation 

The Interboro Mutual Indemnity In- 
surance Co. of New York, the officers 
and directors of which were formerly 
prominent New York brewers, Peter 
Doelger being ‘president, was incorpo- 
rated in 1914 to write a general liability 
insurance business. 

It 1s now specializing in automobile 
liability as well,as workmen’s compen- 
sation. It has special rates for $125,000 
public liability and $5,000 property dam- 
age for automobiles and trucks. Its 
total assets are $1,393,729; its surplus to 
policyholders, $771,964. It pays annual 
dividends of 20%. 

Sam S. Brewer is general manager 


CROSS-WORD PUZZLE STUNT 


The cross-word puzzle is winning fa- 
for among insurance companies as a 
ineans to get wider contacts. In a drive 
for spring automobile business the Globe 
Indemnity has distributed over 60,000 
puzzles to its agents, together with a 
campaign which is meeting with interest. 
The puzzle contains a hidden slogan, the 
name of the company, and the agent is 
to advertise a prize to be awarded to the 
first person in his town submitting the 
correct solution and slogan. The puzzle 
was. originated by A. Neugebauer, in 
charge of publicity for the company. 


GOES WITH W. G. CURTIS 

W. G. Curtis, manager of the Standard 
Accident Insurance Company’s Newark 
office, has added to his staff John F. 
Groel for special agency work in the 
bond department, covering Northern 
New Jersey. Mr. Groel, for the past 
five years, has been engaged in similar 
capacity for the American Surety Co. 
and is probably one of the best-known 
bond specialists in New Jersey. 





The Eagle Indemnity has appointed 
the H. H. Woodsmall & Co., Inc., at 
Indianapolis, Ind., as general agents for 
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Attacks Validity Of 
a Virginia Bond Form 


IS USED BY HIGHWAY DEPT. 


Aetna Figures In Case To Be Reviewed; 
Sureties and Highway Commission 


/ Long At Odds 


An attack on the validity of the form 
of contractors’ surety bond used for 
years by the Virginia state highway de- 
partment is made in a case which the 
Virginia supreme court of appeals has 
agreed to review. 

The appellant is the Aetna Casualty 
and Surety which complains of $5,464 
entered against it and in favor of Earl- 
Landsell Co. in the circuit court of 
Richmond. The case is considered far- 
reaching and is of considerable interest 
because of the fact that for many years 
the bonding companies and the state 
highway commission have been at odds 
over the bonding situation in Virgina. 

The petition of the company recites 
that H. A. Donald & Co. entered into 
a contract with the state to building a 
stretch of bituminous macadam_road- 
way. The contractor and petitioner, as 
surety, entered into a contractor’s bond 
in the penalty of $67,175 for the per- 
formance of the contract. . 

On this bond, the Earl-Landsell Co. 
later brought suit claiming that it had 
furnished labor and applied material 
necessary to the carrying out of the 
contract. The petitioner admits that the 
bond provided for the payment of “all 
just claims for damages, for injury to 
property and for labor and material, 
but claims that in inserting this provi- 
sion in its form of bond the state high- 
way commission went beyond the statute 
providing for highway bonds and that 
therefore the provision is void. 

It takes the position that the liability 
under the bond is measured by the 
statute, and that this does not contem- 
plate such a liability as is claimed in 
the case. The petition points out that 
the statute states that the bonds shall be 
“conditioned under faithful performance 
of the work in strict conformity with 
the plans and specifications of the same. 





ACCIDENTS AND CAUSES 





Over 66% Caused by Carelessness in a 
Northwestern City; 16% from Fail- 
ure to Give Right of Way 


Out of 16,876 automobile accidents i 
a certain city of the Northwest 11, 8 
were attributed to carelessness, 2,772 for 
failure to give right of way and 819 
from cutting corners. 

These figures are among those com- 
piled by the Highway Safety Club in the 
State of Washington from figures © 
the city’s police department and as set 
forth in an article appearing in “Colliers, 
The National Weekly,” for April 4. 

The figures follow: 





















a 
bs & 
is wy. 
Ed Peg 
Be Sh 
CarelessnessS ...ceeseeeeeeeeseeonrers 11,218 ae 
Failure to give right of way......-- 2,772 319 
GUHGIAE  cccseccsodevsasvovecssccese 539 485 
Cutting corners ... 819 200 
Failure to give signal..... - on 108 
Driving while intoxicated .. 182 1 
Reckless driving .........+++ save. aan ‘2 
Tay walling ...ccsccccccsscccesececss 87 r 
Driving on left side of street .....- 123 “s 
Double parking ............eccseeess 26 "3 
No lights on parked car .... 2 "a 
Passing to left of street car 52 39 
eee seeeeeeee 66 63 
Passing double at intersection ..... 107 A 
Reverse turn in middle of block... 41 “ 
Passing street car discharging pas- 15 
GONBEOE cn ccacssecseves Pais CRECRS sic 23 " 
Defective brakes .. 33 rm 
Brigtit WOBtS ccssccccescs ae 15 1 
Inexperienced driverS ......-.+e++08 24 6 
Jockeying on bridges .........++6++ 28 9 
iissdibaaeonn CRUGER cccvcrcscveceee 97 5 
16,876 100.00 
+ 


The Northwestern Casualty & Surety 
has appointed Charles A. Erhart, of Su- 
perior, Wis., as general agent. 
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A Visit To Chicago 


I saw a number of insurance men in 
Chicago last week, and here are some 


of the human 
were told me: 


New Yorkers are not particularly pop- 
ular with Chicagoese, largely because 
there are certain types of New Yorkers 
“who put on dog,” i.e., do more swank- 
‘ing than is justified in order to create 
‘what they regard as the proper impres- 
sion. One Chicago man who had busi- 
‘ness with J. H. Tregoe, head of the Na- 
‘tional Association of Credit Men, an un- 
fusually able, suave and ordinarily astute 
‘but inclined to be pompous association 
(official, was knocked clear for a goal 
‘when, upon making his entrance, Tregoe 
pulled out of his pocket an immense old- 
fashioned watch, to which was attached 
a heavy gold chain, and began: “I am 
a very busy man. What can I do for 
you?” The interview did not last long. 


interest stories which 





I was amazed to learn that Henry S. 
Ives, of the Casualty Information Clear- 
ing House; Charles M. Cartwright, of 
the “National Underwriter,” and Walter 
Dill Scott, president of Northwestern 
University, cast their votes against the 
showing of Sunday moving pictures in 
Evanston, the Chicago suburb in which 
they live. I couldn’t quite reconcile 
what I regarded as such a narrow posi- 
tion being taken by Dr. Scott, one of 
the most liberal of the college presi- 
dents; Mr. Ives, who goes about the 
country talking against paternalism, and 
Mr. Cartwright, editor of a newspaper 
and therefore supposedly against all 
forms of censorship. 

Upon inquiry, however, I learned that 
Evanston is the most exclusive suburb 
of Chicago, a real city of homes; that 
only a mile and a half from Evanston 
are plenty of Sunday movies, and that 
on the west of Evanston are some set- 
tlements housing a socially undesirable 
element. It was pointed out that Sun- 
days would not only find the streets of 
fashionable Evanston crowded with the 
unwashed, but the roadways so lined 
with Fords that the Evanstonians would 
be unable to go driving on that day in 
their Packards and Rolls-Royces with- 
out some inconvenience. True, all of it, 
but hereafter I'll have to take with a 
grain of salt any statements of Scott, 
Cartwright and Ives about how their 

earts are bleeding for the common 
People and how they are waxing indig- 
nant when personal and corporate rights 
are being infringed. 

P. S. The Evanston country clubs 
will continue open on Sundays. 





Courtenay Barber, manager of the 
Equitable Life Assurance Society, and 
One of the cleverest life insurance men 
in America, has a large number of agents 
Working for him. The names of every 
a of those agents appear on the classi- 
ed directory in the ground floor lobby 
of the People’s Gas Building, Chicago, 
Where the Equitable offices are located. 





When the Chicago “Tribune” an- 
nounced in a two-page spread that it 
stood ready to furnish to 1,000,000 
readers for the price of $1 each a $7,500 
insurance policy the “Herald-Examiner” 
(Hearst), the only morning paper rival 
of the “Tribune,” started to fight the 
contract and insisted that the attorney- 
general rule about its legality. The 
attorney-general did and said it was 
legal. As a result of the advertising 
given the contract by the “Herald- 
Examiner” 100,000 more policies were 
sold the first month than would have 
been the case. All of which again illus- 
trates that all the circumstances should 
be carefully weighed before a person, a 
corporation or a contract is attacked. A 
futile fight is worse than useless. 


A Chicago insurance manager, who 
has among others working for him a 
number of field men, has made a great 
hit with his staff by guiding them wisely 
along financial matters and building up 
for them small estates through his finan- 
cjal acumen. Recently, he called in a 
field man and said: “I have bought 
$1,000 worth of - for you.” “But 
I haven’t the $1,000,” said the field man. 
“Well, go out and borrow it.” The field 
man did this and inside of a few weeks 
he sold his security at a profit of $500. 

* * * 
Bachelor Defendant In a Divorce Suit 


“Have you ever heard of a bachelor 
who had to answer to divorce charges?” 
asks the F. & D.’s. “All in the family.” 
That’s the paradoxical situation in which 
Burnet Ferguson, F. & D., representa- 
tive and confirmed bachelor in Shenan- 
doah, Iowa, finds himself. He has been 
appointed by the district court to act 
as defendant in the divorce suit, and 
guardian of the property, of a man who 
was recently sent to the insane asylum, 
following an attempted murder of his 
wife and step-child. The wife is now 
suing for divorce. 

* * 


Why Caution Is Needed in Comp 

tion Insurance With Some Companies 
In a recent talk, Clarence W. Hobbs 

told of a prominent insurance company 

indicating that its volume of compensa- 

tion business was becoming so great that 

it could not provide trained men to han- 











dle it, and that it must therefore aban- 
don attempts to increase volume. Con- 
tinuing, he said: 

“Of late years this has not been a 
consideration in compensation insurance, 
by and large, but on occasion the under- 
writer might find it necessary to con- 
sider this limitation very seriously. Un- 
doubtedly a trained staff is necessary for 
the careful handling of compensation 
business and it is not always expedient 
to increase this staff on short notice.” 

oe * * 


Sargent Member of an F. & D. Agency 

The close relationship between Wash- 
ington officials and surety companies is 
again demonstrated in the case of John 
G. Sargent, recently appointed attorney- 
general. He is a member of Stickney, 
Sargent & Skeels, Fidelity & Deposit 
agents in Ludlow, Vt., and attorneys 
there. President Coolidge, as a North- 
ampton lawyer, it will be recalled, had a 
connection with the National Surety Co. 

* 


Ad Writers Have Their Troubles Too 

The growth of national advertising in 
the insurance business has brought into 
the game a number of men who for- 
merly were with advertising agencies. 
Some of them are expert copy writers. 
It has also brought into contact with the 
business a number of professional adver- 
tising agencies which are writing the 
copy which appears in the magazines. 
Of course, some of these men have not 
the insurance viewpoint, although most 
of them are quick to get it. 

In every case, whether the advertising 
agency writes the copy or whether the 
copy is written in the office of the in- 
surance company itself, some company 
executive or an advertising committee 
of underwriters and executives O.K.’s the 
copy. Sometimes members of the com- 
mittee do not know much about the sub 
ject of national advertising and it is 
not always easy to get ideas across, as 
the advertising copy writer may think his 
material is clever but the committee or 
the executives will think it unavailable, 
unwise, inexpedient, or not in keeping 
with the policy of the company. There 
are, therefore, frequent periods of de 
pression when what looks to the adver 
tising writer like a clever idea is knocked 
on the head by “the man higher up.” 

Some of the advertising writers are 
excedingly sympathetic with a grouch 
which was sent to the F. P. A. column 
of the New York “World” by an adver 
tising copy writer and printed by that 
paper on Friday morning of last week. 
There is a lot of truth and a little fallacy 
in the letter, which is reprinted herewith 
under the caption “The Advertising 
Game.” 


Sir: It has been suggested that [ 
learn the advertising game. I don't 
have to. You go into the office and 
are told that you are to write the copy 
for the Pickleberry Yeast account, and 
you are given a cell with a desk and 
a telephone so that they can find out 
what you are doing. 

All human advertising could be writ- 
ten between breakfast and luncheon 
time, but in the Bible or somewhere 
it says that office hours are from nine 
till five. So you stall along until three- 
thirty before taking the copy you had 
all written at half-past nine to the 
head of the copy department who was 
office boy on Daffy Stories when you 
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a 
were a Major in the A. E. F. He is 
head of the copy department because 
he knows something about the boss 
that he wouldn’t tell for $12,000. He 
looks at it and squints slightly. 

“This is pretty good,” he says, “but 
there’s something about that second 
line that doesn’t quite hold my inter- 
est. I think it’s because it isn’t quite 
—quite yeastly enough, if you get me.” 

The iron bars again become visible 
across the sunny windows; the guard 
with the cocked revolver walks the 
wall! You return to your. desk and 
smoke five cigarettes; go out to wash 
your hands; go and talk to the fellow 
who is doing the Adolph Ulph Rubber 
Ristlet account; look out the window 
ten years and then glance at your 
watch and find that four more min- 
utes have become part of the eternal 
past. 

At five minutes to five you change 
“the” to “a” and once more take the 
piece of copy to the office with the 
Bokhara rug on the floor. 

He holds it in his hand until one 
minute past five so that you lose the 
express and will have to take the 5:26 
local which even stops at Mott Haven. 

“T'll show this to Mr. Blooney, the 
Pickleberry contact man,’—who as we 
all know, dear children, is at the mo- 
ment drinking Martinis out of a tea 
cup at the Spiltmore—“and if he likes 
this stuff, you might try your hand at 
another of these to-morrow.” 

That is the advertising game. And 
if you are a person with a heart and 
soul and brains and hopes and ideals, 
it might perhaps be wiser to take a 
cross-town trolley to where the waters 
of Hell Gate, which run cold and swift 
and deep, will take you to a realiza- 
tion of your brightest dreams. 


* * * 


Radio Excitement at “Tommy” Grahame 
Dinner 


At the dinner given to Thomas J. 
Grahame, resident vice-president of the 
Globe Indemnity, last week, the enter- 
tainment feature consisted of a radio 
stunt, and this is what happened. A 
microphone was borrowed from station 
WJZ and placed on a movable stand, 
the wire from the microphone leading 
out of the room. After the dinner that 
was held at the National Democratic 
Club, R. N. Caverly, managing attorney 
of the New York office of the Globe, an- 
nounced that through the courtesy of 
station WNYC arrangements had been 
made to broadcast the Grahame dinner 
music and some speeches for publicity 
purposes. He said: “We will be on the 
air twenty minutes, off twenty minutes, 
and then on again for twenty minutes.” 

At 7:30 the telephone rang. A loud 
conversation ensued so that all present 
believed that the station was notifying 
the announcer to get ready. The orches- 
tra assembled in front of the microphone 
and W. J. Thompson, manager of the 
42nd Street Branch of the Globe, the 
announcer, took his position near the 
microphone. When all was set, Mr. Cav- 
erly, who was at the phone, signaled to 
Mr. Thompson to go ahead. Then Mr. 
Thompson, in announcing the musical 
number, said: “Good evening. W. J. T. 
announcing. This is station WNYC. We 
are now about to broadcast the annual 
dinner of the Globe Indemnity Company, 
a fine institution, that is being given to 
Thomas J. Grahame, resident vice-presi- 
dent of that company, from the grill 
room of the National Democratic Club. 
If any friends of Mr. Grahame or repre- 
sentatives of the Globe are tuned in we 
will be glad to hear from you. The first 
selection will be, ‘Rose Marie.” 

During the first twenty minutes vari- 
ous men in the crowd were observed to 
hasten to the telephone and call up friend 
wife and tell her to listen in. 

Telegrams were received from An- 
thony Schulmerich, of Newburgh, N. Y., 
and Ernest Boynton, of Perth Amboy, 
N. J., and others, congratulating Mr. 
Grahame and the boys. A telegram was 
also received from A. Duncan Reid, pres- 
ident of the company, sojourning in 
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Florida. Comments were heard on all 
sides that were enthusiastic about the 
broadcasting of the program. 

Soon after the second period of broad- 
casting was under way, Captain T. P. 
Murphy of the New York office, who is 
superintendent of development of tiie 
surety department, was called on to speak 
about the Globe. In the meantime, W. 
J. Thompson had been acknowledging 
telegrams. Captain Murphy got up and 
began spreading it on to his heart’s con 
tent and telegrams came pouring in that 
demanded prompt settlement of claims 
While Murphy spoke, Mr. 
Thompson interrupted to read these tele 


Captain 


grams and Captain Murphy got sore, 
with the result that a verbal battle en 
sued between Captain Murphy and Mr. 
Thompson before the microphone. Cap 
tain Murphy, being an old army man, 
and Mr. Thompson, being eloquent, the 
air soon waxed hot. The audience be 
came flustered and embarrassed, one man 
demanding of the chair the immediate 
cessation of hostilities, and immediate 
continuation of the music. The show 
ended amid noise and confusion. No one 
admits the possibility of the whole pro 
gram being faked, but I’m rather sus 
picious. 
* + ” 


Are West Pointers Poor Accident Risks? 

One of the casualty companies has 
written a number of accident policies on 
the graduating class of West Point, in 
cluded in the policy being United States 
Army and Navy riders. In view of the 
fact that American Army officers are apt 
to be assigned to many parts of the 
globe, from China and the Philippines to 
Porto P.ico, and sometimes are stationed 
in places where medical assistance is not 
always immediately available or of the 
best type (which might prolong a period 
of disability), underwriters have been 
interested in the insurance, discussing it 
from numerous angles. 

In defense of the risk, it is pointed out 
that no matter where an army man on 
duty may be stationed, he is generally 
within reach of the U. S. Army Medical 
Corps. Furthermore, it is pointed out 
that army men are quick to obtain the 
services of a physician for minor injur 
ies, much quicker than the civilian, as 
that has been their training. Also, it 
does not cost any money for them to 
consult members of their own medical 
corps. 

In the United States Army and Navy 
rider there is no geographical restric- 
tion and in the accident policy sold to 
members of the West Point class unlim 
ited territorial coverage also is .offered. 

+ a a 


Thinks There Should Be a Cat Discount 
Casualty men in New York cannot 
resist at intervals taking a shot at the 
dog discount initiated by J. Scofield 
Rowe, of the Metropolitan Casualty. 

A policyholder of the Fidelity & De 
posit has written to that company, an 
F. & D. man. advises THE EASTERN 
UNDERWRITER, asking why discounts are 
allowed on burglary policies for the pos 
session of dogs and not cats and relates 
the following experience: “One night a 
burglar looted several homes in my neigh 
borhood. Eventually he came to mine 
and, after prying open the kitchen win 
dow, started to crawl in. At the same 
time my big house cat seized the op 
portunity to take an unexpected mid- 
night prowl and hurled himself through 
the open window. The burglar and the 
cat met head on and the sudden ap 
pearance of the monster with fiery eves 
and sharp claws was too much for the 
intruder’s nerves and he fled while the 
tom-cat set out to serenade his newest 
sweetie.” 








George L. Truitt, vice-president and 
general manager of the Northwestern 
Casualty & Surety, spent a few days in 
New York this week. 





NEED CORPORATE SURETYSHIP 





Would Eliminate Undesirable Features 
in Connection With Guardian- 
ship of Veterans 


Pointing out that the use of corporate 
suretyship would eliminate many of the 
undesirable features that have arisen 
since the recent appointment by the 
United States Government of guardian- 
ship officers in each regional district of 
the United States Veterans’ Bureau 
throughout the country, one of the surety 
companies says: 

“The duties of a guardianship officer 
consists in overseeing the appointment 
and conduct of committees of the estates 
of incompetent war veterans. An unde- 
sirable condition that followed the ap- 
pointments is that in many instances no 
examination of accounts has been made 
for years nor have annual reports been 
filed as ordered at the time of appoint- 
ment, 

“There are some committees who have 
been guilty of making grossly improper 
expenditures and misappropriating funds. 

“The use of corporate suretyship would 
climinaie many of these undesirable fea- 
tures, as through joint control the surety 
has at all times an accurate report that 
would be available to the proper authori- 
ties when called for, even though the 
committee were careless enough or for 
any other reason did not render accurate 
accounting of all receipts and disburse- 
ments.” 


HEADS BRANCH OFFICE 





Colonel P. M. Millikin Place In Charge 
Of Branch Office At Cincinnati Of 
Fidelity & Deposit 


Colonel Paul M. Millikin, well-known 
insurance man and former Chief of Po- 
lice in Cincinnati, has been placed in 
charge of the branch office in Cincin- 
nati, Ohio, that has just been opened 
by the Fidelity & Deposit. 

Colonel Millikin has been connected 
with the F. & D. since 1895, first as 
general agent, then as branch manager 
in 1911, and after the office was dis- 
continued in 1913, as manager of the 
bonding department of Neare, Gibbs & 
Co., general agents in Cincinnati of the 
Fk. & D. The colonel played an active 
part.in both the Spanish-American War 
and the World War. The colonel’s 
hobby is telling stories, especially in 
dialect, and his fame is widespread. 


GET N. Y. INDEMNITY 


Logus Brothers & Co., Inc., Made West- 
ern Pennsylvania Managers 
at Pittsburgh 


The New York Indemnity has appoint- 
ed Logus Brothers & Co., Inc., of Pitts- 
burgh, Pa. as managers for western 
Pennsylvania for all casualty and surety 
lines. 

Colonel Harry C. Fry, Jr., president of 
the company, is a director of the Penn- 
sylvania Federation of Insurance Agents, 
a member of the local Advisory Board of 
the Pennsylvania Insurance Department. 
James A. Hetrick, treasurer, and John 
B. Sirich, secretary, are both well known 
in fire insurance circles. The casualty 
department will be ably managed by Jet 
Parker. 





AUTO FATALITIES INCREASE 


According to reports of 74 cities to 
the National Safety Council, there were 
340 persons killed in automobile acci- 
dents during the month of February. 
Forty-seven cities reported 67 fatal pub- 
lic accidents other than automobile ac 
cidents and 27 cities reported 176 fatal 
home accidents. Fifteen cities reported 
45 fatal industrial accidents. The num- 
ber of accidents in February was an in 
crease over the accidents in January. 
C. E. Robb, statistician of the Council, 
in making public these figures, points 
out that the highest accident frequent 
to pedestrians is in age of 5 to 14 and 
urges provisions for pfoper play facilities. 











CLEAN-UP TIME 


PRING is coming on apace 
and before long the voice of 
the vacuum-cleaner will be heard 


in our land, while the men folks 
will seek to lose themselves in the 
great Open spaces. 


It will be clean-up time, not only 
for householders, but for burglars 
as well. And the insurance agent 


can make a clean-up too, pro- 
vided he is equipped to write 
Residence Burglary Insurance. 


So, if you aren’t now prepared to 
participate in the annual round- 
up of Residence Burglary policies, 
it will pay you to get in touch 


with the F @ D. 


FIDELITY AND DEPOSIT COMPANY 


Baltimore 


Fidelity and Surety Bonds and 
Burglary Insurance 


PRODUCTION DEPARTMENT, 


LE SY SY A SS OE SS Mee ee oe ee me | me 


E. U. 410 


FIDELITY & DEPOSIT COMPANY, 


Baltimore, Md. 


If you are not already adequately represented in this territory I will 
be glad to have full information regarding an agency connection with 


your Company. 
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our time. 


FIND OUT 


32 BROADWAY 
NEW YORK CITY 








SEVEN CLUES TO 
OUR ABILITY 


1. A great life insurance company. 
One of the four largest industries in the United States. 
The largest relief operation in the history of the world. 


The most important domestic conference called by the 
late President Harding. 


5. The Republican National Committee’s 1924 campaign. 
6. The Better Homes in America movement. 


7. The leading international educational enterprise of 


These are some of the clients for whom we have executed 
or now conduct news publicity programs. 


All your past conceptions of news publicity will seem in- 
adequate if you permit us to outline for you this latest 
science in its full modern development. 


WHAT WE HAVE DONE FOR OTHERS 


LUPTON A. WILKINSON, Inc. 


HANOVER 5656 
HANOVER 5657 
HANOVER 5658 
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“INDEPENDENCE” | 


: and the ST. LOUIS COKE & IRON 
COMPANY 
St. Louis, Missouri 
| J T \ 4 Height of Chimneys, 250 feet- 
R O N N D S R Daily output, 550 tons of iron; 
1120 tons of coke; 12,600 
gallons of coal tar and other 


products. 


The plant uses four million 


No manufacture is more fundamental to the siinneuinies nardin 
welfare of the Nation than the gigantic iron indus- 
try, with its closely related production of steel and 
coke. The insurance requirements of this business 
are many and vital and THE INDEPENDENCE 
COMPANIES are playing their part in providing 
coverage. The twelve-million-dollar plant shown 
in the main illustration carries Independence 
protection. 
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Huge Electric Ore Handler 


THE INDEPENDENCE COMPANIES 


Head Office— PHILADELPHIA 
CHARLES H. HOLLAND, President 


Casualty Insurance + Surety Bonds 
Fire Insurance 





| These Companies -naintain Human Relations with their Agents, Brokers and Policyholders 
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